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= Another Year of Service .. 
And Progress 
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rove Young in years, but old in experience, Bankers National 
fo Life reaches another milestone this month. On the fifth of 


Price, de October, to be exact, we mark our ninth birthday. 


publicity 
year, hig’ 
ny under 
expertly, 


expen The occasion is one which calls for the expression of good 
6 effort wishes. We hereby extend them gladly, first to the great 
°, a institution of life insurance, of which we are proud to be a 
provide part; second, to the policyowners who have placed, in in- 

creasing numbers, their faith and trust in this company; 

third, to the members of our staff, both in the field and at 
Sof il the home office, whose work and devotion to duty have 
reel made possible the record progress of the Company. 
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In twenty-three states and in Puerto Rico, the army of 
ne Bankers National policyowners grows steadily larger—and 
3 te honest and competent life insurance men are rendering 
t service secure in the knowledge that there is no specula- 
rani tion about a Bankers National Life policy—it is safe and 

sound--it can be sold with confidence—it can be bought 
eee : with certainty. 
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AMERICANS BELIEVE IN PROTECT- 
ING THEIR FAMILIES 


Americans not only believe in providing 
for their own; they practice it. With but 
7% of the population of the entire world 
within our own borders, 70% of all the 
life insurance in the world is maintained 
by Americans for the protection of their 
families or as provision for their own old 
age. This denotes a determination on the 
part of men and women to be forward- 
looking, self-reliant, self-sustaining, self- 


respecting and economically independent. 


LIFE INSURANCE ENCOURAGES 
INDIVIDUAL RESPONSIBILITY 


A quarter of a century ago, one of Amer- 

ica’s leading citizens said: 
“If a man does not provide for his 
children, if he does not provide for all 
who are dependent upon him, and if 
he has not that vision of conditions to 
come and that care for the days that 
have not yet dawned, which we sum 
up in the whole idea of thrift and sav- 
ing, then he has not opened his eyes 
to any adequate conception of human 
life. We are in this world to provide 
not for ourselves alone but for others, 
and that is the basis of economy.” 


C) Maintenance for Family and Home 
() Guaranteed Income for Retirement 
C) College Fund Policies for Children 


C Life Income for Wife, Mother, Daughter 


or Son 


TO THE EQUITABLE, 393 Seventh Avenue, New York, N. Y. 


I have checked below the particular form of protection in which I am 
interested. Kindly send descriptive literature. 
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80% OF THE POPULATION 


It has been estimated that the names of 
not less than 100,000,000 people are re- 
corded in the life insurance policies of 
America — as policyholders and _benefi- 
ciaries. This is about 80% of our entire 
population. Those actually insured con- 
stitute a group of 63 million. Many of 
these 63 million men and women own 
more than one policy. That such a high 
percentage of our population is utilizing 
life insurance is indicative of that spirit 
of thrift, foresight and independence 
which has made this country the greatest 
of all time. 


16 BILLIONS PAID IN BENEFITS 
SINCE 1929 


From 1930 to 1935 inclusive, the Life In- 
surance Companies of America paid out 
$16,200,000,000 to policyholders and bene- 
ficiaries. This vast sum provided food, 
shelter and clothing for countless families 
afflicted either by the loss of their bread- 
winner or by hardships resulting from the 
worldwide depression. Individual thrift 
and foresight on the part of policyholders | 
during more prosperous times made possi- 
ble this self-assistance in the periods of 
distress. Today the total life insurance in 
force in American Companies aggregates 
100 Billion Dollars—a bulwark of pro- 
tection for approximately 20 million fami- 
lies and a contribution to the economic 
security of the nation as a whole. 


(1 Funds to Take Care of Estate and In- 
heritance Taxes 


C Redemption Plan for Mortgage on Home 
0 Policies to Protect Partners in Business 


OGroup Insurance and Salary Savings 
Insurance for Employees 


The above advertisement appeared in the September 5th issue of the New York Evening Sun 


ONE HUNDRED MILLION PEOPLE NAMED | 
IN AMERICA’S LIFE INSURANCE POLICIES | 


The Equitable issues insurance to protect 
the family and the home; to provide life 
incomes for wife and children; to pay 
for the education of boys and girls; to 
strengthen the business and credit of 
individuals, firms and corporations; to 
pay inheritance taxes; to settle estates; to 
safeguard mortgages; to extend group in- 
surance benefits to families of employees, 
and to support men and women in old 
age. There is an Equitable policy for 


every life insurance need. 


THE EQUITABLE 


FAIR = JUST 


LIFE ASSURANCE 


SECURITY = PEACE OF MIND 







SOCIETY 


MUTUAL — COOPERATIVE 


OF THE U.S. 


NATION-WIDE SERVICE 


Tuomas I. Parkinson, President 
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All Hands Endorse - 
| Carpenter Filing 


Hearing on New Pacific Mutual 
q Life Reorganization Plan 
Set for Oct. 19 


iu 
S 


‘DIFFERENCES RECONCILED 

| provisions for Mutualization and for 

Making Good Deficiencies to Non- 
Can People Are Revised 





The revised plan for rehabilitation of 
‘pacific Mutual Life, which embodies 
F most of the features of the first plan, 


| with certain modifications, has now been 


submitted to Superior Judge Willis at 


F Los Angeles by Commissioner Carpen- 
F ter of California. The court has set the 


' hearing on this petition for the morning 


© of Oct. 19. All of those with a capital 
‘interest in the situation have endorsed 
> the new plan. 


Mr. Carpenter avers that the agree- 


| ment insures the continuance of the busi- 
ness by the new company on a perma- 
» sent and sound basis. 
"right of the policyholders of the old 

company, he declared, with respect to 
| the new company. 


It establishes the 


Hope for Reimbursement 


The non-can policies, under the new 


' plan, are subject to the same scaling 
' down as under the first plan but hold- 


crs of such policies, according to Mr. 


j Carpenter, are offered a workable plan 
under which full restoration is possible 


Claims already allowed will continue to 
be paid in full. 
Under the new plan, profits from the 


_ non-participating, accident and sickness 
' department 


) will go into a_ surplus 
which, together with 10 percent of the 


' profits of the participating business of 


e 










the old company, will be available to 
make good the shortages in the non-can 
reserve until such shortages are fully 
made up and benefits under such poli- 
cies fully restored, with interest on de- 
ferred payments of benefits at the rate 
of 3% percent, 

When these non-can reserves shall 
have been fully reestablished, stock of 
the new company may be distributed 
among the old shareholders, but subject 
to the policyholders’ right to mutualize. 


Principal Differences 


The principal differences between the 
new and the old plan, provide, after 
Non-can reserves are made good, stock 
of the new company will be distributed 
to shareholders of the old company sub- 
ject to mutualization. Upon mutualiza- 
tion the new stock will be purchased, 
at a price to be then fixed, for retire- 
ment, 

Instead of a 10-year period in which 
to make good the reserves of the non- 
fan policyholders, the time element is 





(CONTINUED ON PAGE 18) 


Reliance Names Burnett 


as Head of Agency’ Work 





SIX OTHER APPOINTMENTS 





Manager of Home Office Agency Be- 
comes Vice-president—Three Are 
Made Superintendents of Agencies 





PITTSBURGH, Oct. 1. — Seven 
agency executive promotions are an- 
nounced by the Reliance Life of Pitts- 
burgh. 

H. T. Burnett of Pittsburgh, for 18 
years a Reliance agency manager, is 
named vice-president in charge of agen- 
cies. He will direct the national sales 
organization from the home office. He 
takes the place of E. C. Sparver, re- 
signed. 

Three superintendents of agencies ap- 
pointed are John F. Johns, formerly an 
assistant superintendent of agencies and 
prior to that manager of the northern 
California department; V. J. Adams, 
formerly manager of the southern Cali- 
fornia department; and G. G. Lamar 
formerly manager of the Florida-Geor- 
gia department. They will assist Vice- 
president Burnett. 


Have Long Service Record 


These four men represent 68 years 
of service with Reliance Life—Mr. Bur- 
nett, Mr. Adams and Mr. Johns 18 years 
each and Mr. Lamar 14 years—and each 
has spent virtually his entire life insur- 
ance career with this one company. 

N. H. Weidner, formerly assistant 
manager of the western Pennsylvania 
department, has been promoted to man- 
ager. 

U. H. Hangartner, formerly field 
manager in western Pennsylvania, be- 
comes assistant manager. 

Charles E. Stumb, formerly an assist- 
ant superintendent of agencies and pre- 
viously manager of the Tri-State de- 
partment at Memphis, now takes over 
the managership of the Florida depart- 
ment with headquarters in Jacksonville. 


Fraser Manager at Atlanta 


R. P. Fraser, who was assistant man- 
ager of the Georgia department, be- 
comes manager with headquarters in 
Atlanta. 

Mr. Johns will be in charge of eight 
eastern states including District of Co- 
lumbia, Illinois, Indiana, Maryland, 
Michigan, Pennsylvania, Ohio and West 
Virginia, with headquarters in Pitts- 
burgh. 

Mr. Adams will be in charge of 13 
eastern states including California, 
Colorado, Iowa, Kansas, Minnesota, 
Missouri, Nebraska, Oklahoma, Oregon, 
Texas, Utah, Washington and Wyom- 
ing, with headquarters in Denver. 

Mr. Lamar will be in charge of 10 
southern states including Alabama, Ar- 
kansas, Florida, Georgia, Kentucky, 
Mississippi, North Carolina, South 
Carolina, Tennessee and Virginia, with 
headquarters in Atlanta. 

For the past 13 years, Mr. Burnett 
has been manager of the eastern Penn- 
sylvania department and succeeded in 
tripling the yearly production of this 
home office agency. He contracted with 

(CONTINUED ON PAGE 20) 





Gardiner Heads General 
Agents of John Hancock 





CONVENTION AT SWAMPSCOTT 





New President Succeeds W. M. Houze 
of Chicago; Paul F. Clark 
Is Vice-president 





Harry Gardiner of New York was 
elected president of the General Agents 
Association of John Hancock Mutual 
Life at the annual meeting at Swamps- 
cott, Mass. He succeeds W. M. Houze 
of Chicago. Paul F. Clark, Boston, is 
the new vice-president; L. J. Lynch, 
Minneapolis, treasurer, and D. W. Flick- 
inger, Indianapolis, secretary. 

Mr. Houze, in behalf of the associa- 





HARRY GARDINER 


tion, presented President Guy W. Cox 
with more than 1,600 applications for a 
total of $6,780,000 in new life insurance 
together with seven group cases for a 
total of more than $440,000. This was 
produced between Sept. 8 and 24. 

Addresses were given by Vice-presi- 
dent F. E. Nason, Second Vice-president 
and Secretary J. Diman, Medical Di- 
rector E. H. Allen, General Agency Su- 
pervisor H. G. Schafer and Agency 
Comptroller J. H. Wood. 

Those elected to serve as directors 
are: C. A. Macauley, Detroit; R. W. 
Hoyer, Columbus; W. B. Ackerman, 
Cincinnati; and Messrs. Houze, Flick- 


inger, Gardiner, Lynch and Clark. 


Career of Gardiner 


Mr. Gardiner has spent his entire busi- 
ness career in the service of John Han- 
cock. He started as a clerk in the Pat- 
erson, N. J., district and after six years 
was made cashier. The following year 
he went to work as an agent on a weekly 
premium debit, where he stayed for five 
years. In 1907 he went to the Philadel- 
phia office as cashier, later was cashier 
at Bridgeport, Conn., and in January, 
1915, was placed in charge of a group 
of weekly premium agents as assistant 
superintendent. Two years later he be- 
came supervisor of the Albany general 
agency and in 1920 he went to Kansas 

(CONTINUED ON PAGE 19) 


Politics Crept In 
at Boston Parley 


Republican “American Way” Doc- 
trine Was Voiced by Many 
Speakers 


MUCH INSPIRATION, TOO 


Program of National Association of 
Life Underwriters Reflected Cur- 
rent National Issues 


NEW YORK, Oct. 1—The 1937 con- 
vention of the National Association of 
Life Underwriters will be held the 
week of Aug. 23, the only possible 
hitch being that the Denver hotel 
people would not be willing to accom- 
modate the convention during August, 
when there is likely to be a consider- 
able share of the normal summer trade 
still on hand. However, the National 
association does not want to go to 
Denver if it cannot be accommodated 
there during August and if this can- 
not be arranged it would accept the 
invitation of Houston, which was the 
next choice in the voting at Boston. 
Headquarters at Denver would be the 
Cosmopolitan hotel, which adjoins the 
Cosmopolitan theater, where general 
sessions would be held. Two other 
hotels, the Brown Palace and the Shir- 
ley Savoy are nearby. 


From Denver comes word that the 
convention will be held the first week 
after Labor day that does not conflict 
with any other convention. Apparently 
there is some misunderstanding be- 
tween Denver and headquarters. 

Max Hoffman, assistant manager Na- 
tional association, will go to Denver 
next week and will undoubtedly clear 
up the situation. 


The Boston convention of the National 
Association of Life Underwriters 
amounted in some respects to a Repub- 
lican symphony. While no one took the 
floor to plead for votes for Landon, 
throughout the week the “American 
way” idea was expounded time and 
again. About the only look-in that the 
Denmiocrats got was in the address of 
Commissioner De Celles of Massa- 
chusetts, who gave a splendid hand to 
life insurance, but also argued the ne- 
cessity of a governmental social secur- 
ity program. ; 

Care was taken to keep the “American 
way” output on an abstract plane and 
detached from the immediate political 
situation. There was one slip, however, 
which the leaders unsuccessfully under- 
took to cover. At the first meeting of 
the national council, there had been 
some bantering about politics. President 
Lester Schriver took up the suggestion 
there be a straw vote. He asked that 
this be confidential, but the result— 








(CONTINUED ON LAST PAGE) 
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Urges Sale of Large Number 
of Moderate Sized Policies 





NEW YORK, Oct. 1.—Possibilities 
for social service and financial success 
in concentrating on the selling of a large 
number of moderate sized policies, with 
protection rather than investment as the 
principal aim, were strongly emphasized 
by President T. I. Parkinson of the 
Equitable Life of New York at the 
Riehle agency’s sales congress marking 
the 40th anniversary of Manager John 
M. Riehle. 

In this sales strategy Mr. Parkinson 
saw an explanation of the relatively bet- 
ter showing of agents operating in rural 
territories as compared with those in the 
large metropolitan centers. Pointing out 
that the leading agent of the territory 
formerly directed by Vice-president 
Klingman when he was a general agent 
is not from St. Paul but works out of 
Mitchell, S. D., in the worst territory 
in the northern part of the drought zone, 
Mr. Parkinson continued: 


Enters Lives of Assured 


“Some of the very real characteristics 
of life insurance are harder to appreciate 
in a big city than in some smaller com- 
munities. Somehow I cannot help think- 
ing that the agent in the latter type of 
territory enters more freely into the lives 
of his policyholders, knows more about 
the distress which follows each policy 
maturity and the comfort that life in- 
surance brings. The service and reali- 
ties of life insurance are easier to see 
in an agricultural community. It isn’t 
so easy in a metropolitan center to have 
the inspiration of the reality of that 
service and the enthusiasm with which 
it is rendered.” ; 

People in metropolitan centers are also 
more prone to be worried about the 
menace of possibilities which never ma- 
terialize, Mr. Parkinson said, citing the 
example of John M. Riehle, who signed 
his contract with the Equitable during 
the threat of free silver and has kept 
marching steadily forward ever since, 
despite periods of political and economic 
turmoil. 


Possibilities and Dangers 


“There is too much emphasis on pos- 
sibilities and dangers, when the reality 
is that they are only possibilities and 
seldom become realities, and life insur- 
ance is a great service to the individual 
and the community notwithstanding 
anything that may happen,” he declared. 
“Some of the problems folks thrust at 
you cannot be settled by any one of us 
nor even by any large group of us. They 
are interesting subjects for debate and 
for fellows who write columns in news- 
papers—though I think these columns 
are more useful to the writers than to 
the readers. They are no obstacle to the 
agent who believes in life insurance and 
knows that no matter what happens life 
insurance will be of real service in mo- 
ments of greatest need.” 

Turning to critical books and articles 
on life insurance, Mr. Parkinson freely 
conceded that the company’s net costs 
could be made lower by such measure 
as restricting operations solely to sec- 
tions of the country having the best 
mortality, by selling over the counter 
only and dispensing with agents, and by 
restricting liberality of policy provisions, 
but pointed out that “we would have an 
insignificant number of policyholders and 
our service to the public would also be 
insignificant.” 


Expansive Steps 


Mr. Parkinson pointed out that where 
the interests of the public and the pol- 
icyholders indicated experimental expan- 
sive steps in life insurance service, such 
steps would be taken even though some 
of them might later prove to be too ex- 
pensive to continue. 

Speaking on “What It Takes to Make 
a Million Dollar Producer,” Harry T. 
Wright, associate manager, Woody 





agency of the Equitable in Chicago and 
head of this year’s Million Dollar Round 
Table, listed enjoyment of one’s work, 
right mental attitude, putting one’s own 
house in order, being determined to 
write the amount of business aimed at, 
and doing for the other fellow what one 
would want done if the positions were 
reversed. 

Manager T. M. Riehle, who conducted 
the sales congress, stressed the fact that 
Mr. Wright’s production cases not ex- 
ceeding $10,000 each during the last year 
exceeded $500,000. He paid for 144 cases 
during the past year for a total of more 
than $1,500,000, of which 107 cases, to- 
taling $516,000, were $10,000 or less, 


J. M. Riehle Can’t Attend 


Other speakers were Alexander E. 
Patterson, general agent Penn Mutual 
Life at Chicago and newly elected presi- 
dent National Association of Life Un- 
derwriters; Louis Behr, assistant agency 
manager, Lustgarten agency, Equitable, 
Chicago; W. M. Duff, president Edward 
A. Woods agency of the Equitable, 
Pittsburgh. Superintendent Pink of the 
New York department was the sole 
speaker at the luncheon which preceded 
the sales congress. Many officers of the 
Equitable and representatives of local 
and national organizations were guests 
at the luncheon. 

Mr. Riehle, Sr., was unable to be pres- 
ent, as he is seriously ill. The agency 
is engaged in a campaign covering the 
40 working days ending with November 
16, the date on which he signed his con- 
tract with the Equitable in 1896. 





Nebraska Institute Meeting 


The Nebraska Insurance Institute 
held the first meeting of the season in 
Omaha in offices of the Guarantee Mu- 
tual Life. The subject for discussion 
was, “The Handling of Renewal of 
Premiums and Related Activities.” It 
was presented by Actuary J. C. Seitz 
of the Guarantee Mutual. He conducted 
a personal tour through the various de- 
partments of his office that had anything 
to do with the subject. There were 44 
in attendance. Dorothy J. Waite of the 
Cosmopolitan Old Line Life of Lincoln 
is secretary. 
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LLOYD RAAB 


Lloyd Raab, head of the Union States 
Life at Portland, Ore., is one of the 
youngest presidents of a life insurance 
company in the country. He is 38 years 
of age. After graduating from Oregon 
University, he was engaged in the in- 
vestment field in the northwest. He be- 
came president of the Union States Life 
in October, 1934, succeeding Wayne 
Hibbard. He is given credit for putting 
the Union States Life on a sound basis. 
The company qualified as a legal reserve 
institution in 1931 and now has about 
$5,000,000 of insurance in force. The 
company is really an outgrowth of the 
Assurance, which was an 
Oregon fraternal, and the $2,500 Club, 
which was an assessment concern of 
Oregon that began business in 1901 with 
headquarters at Albanay, Ore. 





Transfer Siegel to Brooklyn 


Assistant Manager Jerome Siegel of 
the Garrison Agency of the Prudential 
in New York has been transferred to 
the McGeorge Agency in Brooklyn to 
develop brokerage business. The trans- 
fer is made in recognition of Mr. 
Siegel’s successful efforts in the brok- 
erage field. He is the immediate past 
president of the New York City Life 
Supervisors Association. 








ACQUISITION AND RENEWAL COST 





WASHINGTON, D. C., Oct. 1— 
Richard Boissard, vice-president of the 
National Guardian Life of Madison, 
Wis., presented one of the outstanding 
papers before the meeting of the Life 
Office Managers Association this week. 
He accompanied his talk with lantern 
slides. Mr. Boissard dealt with factors 
influencing acquisition and renewal costs 
which occur during the growth of a life 
company. He treated costs from the 
total expense rather than detailed ex- 
pense standpoint. : 

After eliminating payments to policy- 
holders, stockholders, if any, and invest- 
ment expenses, the balance of the dis- 
bursements were charged either to ac- 
gusition or renewal expense. 

The companies studied were arranged 
in appropriate groups for various studies 
and the significant relations as shown 
by 30 charts were: 

(1) Average size policy in force was 
closely related to size of company re- 
gardless of calendar year. 

(2) Renewal costs per thousand de- 
creased with an increase in the average 
sized policy in force—but usually in- 
creased per policy in force. 

(3) Where companies are grouped ac- 
cording to amount spent per $1,000 for 
agency expenses, there was a close cor- 
relation between the amount of agency 





expenses, general home office overhead 
expenses, and home office salary ex- 
pense; 1. e., an increase in agency ex- 
penses resulted in increased home office 
overhead and salary expenses. 

(4) That average gain in insurance in 
force per year for companies over $100,- 
000,000 in force was very uniform—that 
while those companies that spent more 
for agency expense usually had a larger 
percentage of paid for, their termina- 
tions were correspondingly larger. 

(5) That percentage surplus to policy 
reserves has changed very little, 1920 to 
1935, and the range of variation between 
companies has considerably narrowed. 


Show an Evening Up 


(6) That the indicated cost to policy- 
holders between groups is closely related 
to agency and other controllable ex- 
penses—that seemingly excess interest 
earnings, mortality savings, etc., about 
even themselves up in the majority of 
companies over a 15-year period. 

(7) That the depression has very ma- 
terially increased costs both on a per 
$1,000 or per policy basis—has decreased 
average size policy being written to be- 
low the average size in force generally, 
and has_ substantially reduced the 
amount paid agents per $1,000 in force 
for renewal commissions. 





Mutual Benefit Life |; 
Dividing Ohio Terr, 


DREWRY TO WORK IN W 











W. H. Brown Named General Agen, 
Columbus, W. C. Preston at Alen, 
F. N. Winkler at Clevelang 





By the end of the year J. S, pr. 
& Co., Ohio agents for Hime) ren 
Life, will split off the eastern half on 
territory for the formation of three 
general agencies, H. G. Kenagy, g a 
executive, told an Ohio state pat 
mares at Columbus. "a 
b . H. Brown becomes general me. 
ing at Columbus, W. oa ir. 
comes general agent at Akron and Ry 
Winkler becomes general agent at Clete 
land. In making the announcement it 
Kenagy pointed out that each of th 
three had served the Drewry agency » 
branch manager in his particular city re 
that the assumption of full gene, 
agency responsibilities was but the \. 
ical result of the organization and ts, 
ing work done by Mr. Drewry. ; 
_J.S. Drewry & Co. continues its pri. 
cipal office at Cincinnati with branch: 
at Toledo, Lima and_ Mansfield, aj 
will concentrate its efforts in westen 
Ohio. ; 

























Others in Attendance 


In addition to Ohio representative 
and their wives and Mr. Kenagy, th 
Ohio state agency meeting was attends 
by Dr. W. R. Ward, medical director 
J. P. Marron, assistant secretary, ani 
Fern D. Haselton, field service manager 

Mutual Benefit was first represented i 
Ohio in 1846 by a district agent and later 
by a general agency which was esti). 
lished there in 1864 by Robert Simpson, 
The Ohio agency has seen its most vig- 
orous years under the Drewry’s: J.§ 
and before him his uncle, L. D,, wh 
was general agent not only for Ohio by 
for Tennessee, Alabama and Mississippi 

J. S. Drewry, who since 1929 has beer 
sole member of the firm, has been a 
sociated with Mutual Benefit since 189% 
That year he became office boy and late 
stenographer in the office of ‘Drewry & 
Rolston, then general agents at Chatt. 
nooga. In 1902 he became secretary to 
the late L. D. Drewry, general agents 
for Ohio. _In 1904 he was office mar- 
ager and in 1914 became a partner in 
the firm succeeding to the general agency 
at L. D. Drewry’s death. 


Loyal Organization 


The Ohio agency has always been one 
of the notables among the company’ 
general agencies ranking consistently at 
or near the top in volume. J. S. Drewry 
has built a loyal organization and has 
become nationially known for his work 
in selecting and training. 

Mr. Winkler has been Cleveland unit 
manager since 1928. He entered the 
business shortly after his graduation 
from college and within three years be- 
came a general agent. After a year he 
went into a wholesale grain and hay 
business which he managed in Cincinnati 
for seven years and which he left for @ 
year in the real estate business. In 
1926 he reentered the insurance business 
with J. S. Drewry & Co., producing bet- 
ter than a half million during the next 
two years in Cincinnati. In 1928 he was 
selected by Mr. Drewry to take charge 
of the Cleveland unit. For the first eight 
months of 1936 the Cleveland unit has 
shown a gain of 47 percent over the 
corresponding period of last year. He 
1s a past president of the Life Insurance 
General Agents & Managers Club of 
Cleveland. He received the C. L. U. 
designation in 1933. 

Some twenty-two years ago, Mr. 
Brown laid aside his farm work to dis- 
cuss the possibilities of life insurance. 
He joined Mutual Benefit at Greenfield. 
O., and after a vear and a half moved 
to Washington Court House where he 
spent the next eight years. He made 

(CONTINUED ON PAGE 18) 
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Cach of jflMiates will return, President T. I. Parkin- 
Y Agency MM on, Equitable Life of New York, in- 
.y cy a ‘mated to the closing session of the 
but the ‘ational Association of Life Underwrit- 
nN and ti -rs that life companies are less concerned 
ia igh bout the failure of interest levels to 
“+ meh, rise, than they are that the present 
's field, pe abnormally low rate may bring an ex- 
in Westen ‘cessively high interest rate too soon, a 

condition which is also undesirable from 
~ ‘life insurance point of view. | The in- 
esentatis terest rate is a_ problem, he said, be it 
eNagy, th jes one which will settle itself in the long 
'S attends) fee TU. Higher interest rates would al- 
1 director ‘ready be here, said Mr. Parkinson, ex- 
etary, ae cept for the great influx of foreign 
manager “money seeking investments here. 
esented in [ee MT Parkinson also dealt outspokenly 
t and later Re With defamatory books about life insur- 
vas esta). Me ance, excessive governmental spending, 
Simpson, qe high taxes and the danger of “that un- 
Most rig. Je mentionable thing, inflation. 
5 Heh Life Men Custodians of Thrift 

” yno 
Otio Responsibility of life insurance men 
ississipp; fe for keeping alive the principle of thrift 
has bee; @ among the public generally was empha- 
been a:. | sized by Mr. Parkinson. ; 
nce 1894 “It may be that you are the last line 
and late eof defense for the very idea of thrift,” 
rewry te he said, “You have a great opportunity 
Chatt. | 2nd the greatness of the opportunity in- 
etary t) |e creases your responsibility. Thrift will 
| agents {| win out. You may with confidence 
ce man. ME Preach it. You may urge with confi- 
rtner jy | ‘ence that your policyholders take more 
! agency je of the protection which your companies 
“& have to offer. 
Opportunity for Public Service 

Fen one “There is no higher opportunity for 
npany's public service than that which you have. 
ntly at JF The institutions which you serve are in 
Drewry JF a position to give the service which you 
nd has offer. There is no question as to the 
3 work soundness of the institutions or the in- 

tegrity of your contracts. We, as life 
id unit insurance people, can build for thrift 
od the J and character. 
uation “If the people are not taught by self 
rs be- discipline and self sacrifice to provide 
sar he for those nearest them, then we cannot 
1 hay escape the threat that we may face the 
‘innati day when people will be made to do 
for a that which they should have been taught 


ae to do, 
siness 


b Poison of “Useless Books” 
y - 
pes _- Touching on books attacking life in- 
Bee surance, Mr. Parkinson said: “You will 
ou meet more now than in the past with a 
eight certain amount of poison put there by 
a muckraking authors of useless books 
the about life insurance. In the long run 
He the public will properly appraise their 
a contributions and their criticisms, There 
al 's none which casts any serious diffi- 
U culty in the way of your sale of insur- 
panes ance. 
Mr Pig very success is so outstanding 
dis- at other folks—some of them impor- 


4 tant business figures—have thought there 


id met be something in our picture that 
ved i fe not so good as constant public mani- 
he estations seems to make it. We can- 
ae not blame them if they are responsive 


(CONTINUED ON PAGE 22) 











Status of Agent Under New 
Social Security Act Viewed 


RULING IS EXPECTED SOON 
Internal Revenue Bureau Has to Make 
Decision on Account of Tax 
Angle 





WASHINGTON, D. C., Oct. 1.— 
Internal Revenue Bureau officials are 
engaged in a study of the status of in- 
surance agents of all types under the 
social security act and are expected to 
issue rulings in the not distant future 
as to whether commissioned agents are 
independent contractors or employes. 

A number of important elements 
enter into a determination of the com- 
missioned agent’s status, it is said, in- 
cluding not only the fact that he is 
working on commission but also 
whether there is any direction and con- 
trol exercised over his activities by the 
company or general agent for which he 
works. 


Up to Treasury Department 


At the Social Security Board it was 
pointed out that the matter is entirely 
under the jurisdiction of the Internal 
Revenue Bureau, in which is vested the 
administration of the taxing features of 
the act, although the board eventually 
will be required to make a determina- 
tion of the benefits, if any, to which 
various types of employes are entitled. 
In the making of such determinations 
with respect to insurance agents, how- 
ever, the board will follow the rulings 
laid down by the Treasury Department. 

Officials of the board expressed them- 
selves as unable to discuss the situation 
except in very general terms, because 
of the fact that the basis for future de- 
cisions dealing with agents is to be laid 
down by the Internal Revenue Bureau, 





Speaks at Chicago 

















A. J. McANDLESS 


A. J. McAndless, executive vice- 
president Lincoln National Life, was a 
featured speaker at the agency conven- 
tion of the Country Life in Chicago. 
The gathering was in celebration of the 
company’s writing $100,000,000 of insur- 
-nce in less than eight years of its exist- 
ence. 








but admitted that the matter is full of 
complexities because of the varying con- 
ditions under which agents operate, 
some working on straight salary, others 
on salary and commission and still 
others on commission only, and some 
under full control of their employers, 
(CONTINUED ON PAGE 22) 
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Independence Square 


A CHEYENNE WAGER 


The expert underwriter, while a regular prospector by 
standard methods, nevertheless knows there’s a lot of truth 
in the time-tried dogma that “there’s a prospect at each el- 
We’re far from warmly favorable to stunt selling, be- 
cause, and commonly, the lapse wastage is high. Some cases, 
nevertheless, are soundly sold to solid applicants. 


Cheyenne, Wyo., was having a month’s celebration of Frontier 
Days, and business generally was slack. One of our representatives 
was chatting on a street corner with an Agent of another company. 
A car drove up close by them and parked, carrying evidently man 
Our man bet his friend he could write the man who was 
getting out of the car. A short trip to the county building with the 
license number told the owner’s name. 
years old, and there was no life insurance. 
railroad, with previously two and a half years on a farm. 
gent, sound health, good character. 
policy at him, our Agent sold a cash and income plan—$500 at 
death, to the wife, and $50 a month as long as the principal lasts; 
and if the husband and wife die, the same payments for the son. 


Prospecting through license numbers is. regularly being 
done by many Agents, and has been for years, with present 
profit and renewals of average persistence. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


Here’s 


The couple had a son three 
An employee of the 
Intelli- 
Instead of tossing a lump sum 


PHILADELPHIA 




















Essential Factors 
in Non-Can A.& H. 


Many Elements in Addition to 
Form of Benefits 
Offered 


MONARCH HEAD’S' TALK 


C. W. Young Tells Agents Convention 
Safety, Soundness Are Pri- 
mary Considerations 


Success in writing non-cancellable ac- 
cident and health insurance is attribut- 
able not alone to the form of benefits 
offered, Clyde W. Young, president 
Monarch Life, stated at the company’s 
agency convention held in Washington, 
D. C., but also to a number of other vi- 
tally important factors. 

These are: Careful selection and 
thorough training of agents, concentra- 
tion on full time agents, with no brokerage 
business; limitation of coverage to $50 
a week and conservative relation to 
earnings, with avoidance of top-heavy 
risks; avoidance of unprofitable terri- 
tories, conservatively progressive under- 
writing practices, friendly consideration 
and fair dealing with agents and 
policyholders, adherence to every rule of 
correct and ethical practice, readiness 
and willingness to develop new ideas 
and adopt new methods to meet rap- 
‘idly changing times and _ conditions, 
avoidance of policies with clauses so 
ambiguous as to prove a breeder of dis- 
satisfaction and lawsuits, unquestioned 
financial standing, and good will ac- 
cruing from long, successful experience 
in the field. 


ce 
Cites Necessary Provisions 


The Monarch has been outstanding 
in writing non-cancellable A. & H. in- 
surance, Mr. Young said, and an im- 
portant reason is that it has retained 
the fundamental nature of the coverage 
and avoided sale of policies on which 
maximum liability is unknown. Wait- 
ing period, reduction in benefits at age 
60 and increase in premium at age 70 
are not experiments. These provisions 
constitute a reasonable safety valve or 
check both in premiums paid by as- 
sured and in claims and reserves to be 
met by the companies. They benefit 
both assured and company. 

“In any form of insurance,” Mr. 
Young said, “the best policy for the as- 
sured and the company is a policy in 
which a_ give-and-take consideration 
rules the participants. There is a mu- 
tuality of interest in the transaction of 
non-cancellable business. The three 
parties—policyholder, company and 
agent—stand to benefit from this form 


of coverage. The policyholder has 
guaranteed protection. The company 
benefits from easier  salability and 


greater good will. The agent benefits 
from easier salability and greater sta- 
bility of income. These benefits carry 
with them compensating responsibilities. 


Three-way Responsibility 


“The policyholder must be reasonable 
in his demands and uphold his obliga- 
tions under the contract. He must rec- 
ognize that avarice or unfairness will 
place a tax in the final analysis upon 
himself and other assured. The com- 
pany must treat its policyholders with 
utmost fairness, maintain its financial 
resources and -its reserves with integ- 
rity, and preserve its good will in all’ of 
its dealings. The agent must recog- 
nize that he is a part of the common 





(CONTINUED ON PAGE 16) 
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Wide Participation Marks 
Equitable of N. Y. Forums 


PARLEY AT MAGNOLIA, MASS. 





F. S. Goldstandt Tells How to Arouse 
Interest of Well-to-Do in 
Tax Savings 


MAGNOLIA, MASS., Oct. 1.—Un- 
usually general participation in the open 
forum sessions marked the top produc- 
ers’ conference of the Greater New 
York department of the Equitable of 
New York. These discussion groups 
were led by Leon Gilbert Simon, asso- 
ciate general agent, New York City, 
Fred S. Goldstandt, general agent New 
York City, and,W. J. Dunsmore, Cod. 
U., manager New York City. 

A striking method of ay, Hee well- 
o-do prospect interested in life insur- 
pete “as 5 le by Mr. Goldstandt. 
This type of prospect, he said, is  in- 
tensely interested in the tax angle, since 
he has heard so much about what the 
tax burden is going to be. 

Visualizes Hypothetical Situation 


“I ask him directly if the life insur- 
ance companies with whom he holds his 
life insurance would all write him the 
same type of letter that was put on his 
desk this morning, which said that due 
to the economic situation and the low 
interest return on money at this time, 
should his policies become a claim—and 
I am presuming that the policies are 
family protection and that 99 percent 
of them are—although they would ex- 
pect him to continue to pay the pre- 
miums as heretofore, they were only 
concerned in paying from 50 to 75 per- 
cent of the proceeds of those contracts, 
what would he do?” Mr. Goldstandt 
said. “Invariably, if the question 1s 
properly put, the answer is, ‘I’d cash in 
my life insurance’.” ar 

“T then explain to him that life in- 
surance companies will never get 0 
the risk in that manner but that taxa- 
tion laws have been so devised that his 
beneficiaries will only derive from 50 
to 75 percent of the proceeds of his in- 
vestment and the proceeds of his life 
insurance unless his life insurance is 
properly and legally exempted.” 

Stresses Legality of Proposal 


“T want to stop on that point, because 
I want to mention it again—properly 
and legally exempted. I don’t want a 
man to get an idea that I am trying to 
show him a plan whereby he can evade 
taxation, and I repeat ‘legal exemp- 
tion’.” 

Mr. Goldstandt went on to tell how 
he arranges to consult with his client’s 
attorney, and said that even in cases 
where the client has decided not to take 
advantage of the possible tax saving, he 
appreciated the service, and sometimes 
bought insurance for other purposes. 


Chicago Manager Talks 


Philip B. Hopps, Equitable manager 
at Chicago, the guest speaker, talked on 
insurance trends and money manage- 
ment. Other speakers included Frank 
L. Jones, vice-president, L. W. Kling- 
man, C U., manager salary savings 
division; Second Vice-president Albert 
G. Borden; Gordon K. Smith, C. L. U. 
sales consultant, H. C. Kranz, associate 
manager, home office group department. 





License Fees Increased 
HAMILTON, ONT., Oct. 1—Fees 


for license of agents here and elsewhere 
in Ontario are being raised sharply this 
month. Here a license will cost $25, 
with smaller community fees ranging 
down to $15. Previously these licenses 
have sold for $3. Many agents com- 
plained of unfair competition on the part 
of side line and part time insurance 
agents, the department said, in announc- 
ing the higher fees. 








State Mutual Top 
Agency Head Will 
Go Back to Field 




















FRANK W. PENNELL 


NEW YORK, Oct. 1.—Frank W. 
Pennell, whose agency has consistently 
led all offices of the State Mutual Life 
for a number of years, will retire as gen- 
eral agent at the end of 1937. He in- 
tends to continue with the State Mutual 
after that date as a personal producer. 
His decision to return to his first love, 
the rate book, is based upon a desire 
for the greater freedom that goes with 
it. He plans to work about eight months 
of the year and have the rest of the 
time free to enjoy his hobbies—fishing, 
traveling, writing, golf—while he is still 
young enough to get a lot of fun out oi 
them. 

For the leading general agent of a 
prominent company to announce his re- 
tirement from the field of agency man- 
agement while at the height of his career 
and while still a comparatively young 
man is almost unique in life insurance 
history. It comes as a surprise even to 
his close friends, who have at various 
times heard him threaten to pull out 
of general agency work in order to have 
more time in which to do as he pleased. 
After all, many general agents have 
audibly and fervently wished they were 
back in personal production but com- 
paratively few have taken the step. 

(CONTINUED ON PAGE 18) 








Banker Says Agents Aid 
in Credit Field Is Needed 


It is important that banks assume 
their rightful place of leadership in 
credit and bring about a reversal of 
present trends in instalment financing, 
E. A. Mattison, vice-president Bank of 
America, San Francisco, stated in a talk 
before the clearing house round table 
conference at the American Bankers 
Association convention in San Fran- 
cisco. Local insurance agents should 
be recognized and their cooperation en- 
listed to secure business, he said. The 
personal loan field is profitable, and, 
properly supervised and administered, 
should be a profitable adjunct to any 
bank, large or small. 








Michigan Licenses Increase 


_ Licenses issued to agents by the Mich- 
igan department totaled 13,344 Sept. 1, 
compared to 11,841 on the same date 
last year. 





Nephi L. Morris, secretary-treasurer 
and one of the founders of the Pacific 
National Life, was elected vice-president 
--d the Salt Lake City board of educa- 

on. 








Controllers Congress Is 
Told Premium Tax Unfair 





GRANNATT URGES OPPOSITION 





General of Seattle Representative Calls 
on Laymen to Take More In- 
terest in Situation 





Characterizing taxation of insurance 
premiums as “one of the unfairest taxes 
there is” and urging that there be more 
interest in “the other fellow’s tax prob- 
lems” so that a more efficiently organ- 
ized opposition to taxes of this nature 
might be presented, Harry Grannatt, 
vice-president of Dooley & Co. of Port- 
land, agents General of Seattle, was one 
of the principal speakers before the Con- 
trollers’ Congress Pacific Coast regional 
convention in San Francisco. 


Departments’ Cost Low 


The maintenance of insurance depart- 
ments to supervise and regulate the 
business accounts for only a very small 
proportion, less than one-tenth of this 
tax. It could be done efficiently for less 
than this. The practical aspect of the 
matter is that 400 or 500 millions of in- 
surance premiums going into a few 
channels where they may be easily 
levied upon offers a tempting target for 
tax-gathering bodies. They can’t keep 
their hands off it. When a proposal is 
made to tax insurance premiums very 
little protest is heard except from in- 
surance companies, and these are 
classed among the money powers—the 
vested interests—for which few people 
have any sympathy. Taxation is based 
upon political expediency—get the 
largest revenue and lose the fewest 
votes—and the politicians figure insur- 
ance premiums tax gets the money but 
costs few votes. 

“It is a tax on economy,” he said, 
“a tax on prudence, levied regardless 
of the ability to pay.” 





Misrepresentation Is Charged 





Company Loses Suit to Have Accident 
Policy Voided on Grounds of 
Falsifying Occupation 





The question of misrepresentation as 
to assured’s occupation was involved in 
the case of Federal Life Insurance Com- 
pany vs. Nichols, decided by the su- 
preme court of North Carolina. The 
company had brought suit asking that 
an accident policy be declared void, on 
the ground that it was procured by false 
and fraudulent representations and that 
defendant be reclassified with respect to 
his occupation. The assured’s occupa- 
tion was given as “lumber buyer and 
salesman—not handling lumber (in 
yards or woods).” The assured’s duties 
included checking and inspecting lum- 
ber bought and sold by him and super- 
vision of the loading and unloading of 
the lumber by other employes. He was 
not required actually to handle the lum- 
ber and was not handling lumber at the 
time of the accident in question. The 
court held that there was no false or 
raudulent representation of his occupa- 
tion and that all the duties which he 
performed were incidental to the oc- 
cupation as stated. 


Prudential Promotions 


John R. Olson has been promoted to 
superintendent of the  Prudential’s 
Burlington, Vt., district. He started his 
Prudential career on April 13, 1925, at 
Granville, N. Y., where three years later 
he was made an assistant superintend- 
ent. 

B. L. Vincent, former superintendent 
at Burlington, has been transferred in 
the same capacity to the Schenectady 
office. 

The new superintendent at Sault Ste. 









Joseph Futz Proposes 
Hunt for Cabinet Poy 


















EIGHTY-FOUR, PA., Oc. , 
Joseph Futz, the energetic life yy. 
writer of this city, was unable to a,” 
the meeting of the National Assoc 
of Life Underwriters, as he had planne! 
because of an infected toe. i. 
pressed great interest, however, in h 
idea of the national ieaders that 4, 
should be some one in the cabing, 
look out for policyholders, and Mr. fy 
asks: ‘Who is better equipped for 
a vital post than our own beloved i: 
surance commissioner, Hon. Hunt ; 
Pennsylvania?” 

“The policyholders,” Mr. Futz addy 
“would never have any reason to coy 
plain with Hon. Hunt to look owt 
them.” 7 
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Premiums on Policies Paid} 


Iowa Old Age Commissig, 


DES MOINES, Oct. 1.—Premiyy: 
on life policies that aggregate $27,009 i 
benefits to beneficiaries are being pii 
for by the Iowa Old Age Assistang 
Commission, according to B. G. Alle: 
superintendent. 

At the present time the commissiq: 
holds, as assignee, 57 life policies rang 
ing from $100 to $5,000. Nearly all ¢j 
these policies would have lapsed if tle 
state had not assumed the reponsibilit 
of paying the premiums. Upon the deat) 
of an old age assistance recipient who; 
insured by one of the assigned policies 
the commission deducts from the insu. 
ance payment the amount of the old ag 
‘assistance benefits paid to the deceased, 
plus the amount of the insurance pr. 
miums paid and returns this money to 
the revolving fund. 

A fund of $25,000 was established by 
the Iowa legislature, to pay insurance 
premiums and meet other emergencies 
necessary to protect the interests botl 
of the old age pensioners and the state. 
The remainder of the insurance, if any, 
is paid to the last named beneficiary and 
the family often benefits from an insur 
ance policy that otherwise would have 
been dropped. 

Assigning life insurance policies to 
the commission is optional and volur- 
tary on the part of the recipient of oll 
age assistance. Some life insurance poli- 
cies are not assignable under the consti 
tution and by-laws of the company or 
association by whom they are issued. 

















Allebach Missouri Deputy 


JEFFERSON CITY, MO., Sept. 30 
—Superintendent O’Malley announces 
the appointment of J. F. Allebach, Kar 
sas City, now counsel for the depart 
ment, as deputy superintendent. He wil 
replace George A. S. Robertson who 
leaving the department. Pricr to his a) 
pointment in 1934 as an attorney in the 
department, Mr. Allebach practiced law 
in Kansas City. He is a graduate of the 
University of Iowa and of the Univer 
sity of Colorado school of iaw. In June 
of this year he was made chief couns¢l 
following the resignation of P. B. Mc 
Haney. Mr. O’Malley has not as yet 
appointed a new chief counsel. Unt 
this position is filled Mr. Allebach will 
continue to act in this capacity as we 
as serving as deputy. 











Marie, Ont., is C. L. Trainor. He be 
came associated with the Prudential 4 
an agent in Regina, Sask., Aug. 4, 1990. 
He was made assistant superintendent 
on August 3, 1931. The former suptt 
intendent, W. E. Magee, has been trans 
ferred in the same capacity to the Tor 
onto No, 4 district. 





Walter N. Crane of the_ St. Lovie 
agency of the Massachusetts Mutual 10 
last month completed 520 weeks. ve 
years, of consecutive weekly produc his 








He has since added five weeks to 
mark, 
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Wren you were a child, did you ever watch 
the mighty blacksmith at his forge? What a 
fascinating sight it was! 

As he forged the glowing metal into a horse- 
shoe or the rim of a wagon wheel, so also can you 
forge a strong financial safeguard for the future. 

To “carry on,” you will want an income for 
your retirement with protection in the meantime 
for your family . . . guaranteed by a strong, old, 
well-managed company like the New York Life. 

For this purpose consider our new Annuity 
Endowment. It is issued in income units of $10-a- 
month. A good plan is to start one or more units 
from time to time until you have accumulated 
what you think you should have for your retire- 
ment . . . $100, $200, $300 a month, or more. 


In full color, this advertisement appears in a number of leading magazines as a part of the national advertising campaign of 


NEW YORK LIFE INSURANCE COMPANY 


New York Life Insurance Company's reproduction of the painting by John Neagle, through the courtesy of 


The Pennsylvania Academy of Fine Arts 


“THE FORGE” 


To illustrate: An insurable young man at age 
25 starts one unit. His premium is about $30 a 
year for an income of $120 a year, payable $10- 
a-month, beginning at age 65 and guaranteed for 
life. He has the option of a smaller income at 
certain ages before 65. Later, as he can, he adds 
other units. If he died at any time before the in- 
come began, the Company would pay at least 
$1,000 per unit. Dividends could be used to re- 
duce premium payments or to increase the retire- 
ment income and the insurance protection. 

Remember, the sooner you start, the lower 
your premiums will be. Ask a New York Life rep- 
resentative for details based on your present age 
... Or write for our booklet, “Retire with a Life 


Income,” to 51 Madison Avenue, New York,N.Y. 
















































To Our Policyholders and the Public: 


As the roaring fire and heavy hammer-blows test’ 
the strength of iron and its quality, so too the well- 
managed life insurance company is proven in the fires 
of economic experience. 


New York Life has met test after test through all 
the years since it was founded in 1845... . the Civil 
and World Wars, plagues and pestilences, panics and 
depressions. Steadfastly, this mutual company has 
fulfilled every obligation it assumed. For New York 
Life policyholders it provides a strong financial safe- 
guard for the future. 


DWro8.0u., Rruaxmean_ 


President 


The NEW YO RK LIF E e « e A Mutual Company founded 91 years ago on April 12, 1845 


S4FETY I$ ALWAYS THE FIRST CONSIDERATION. ,.NOTHING ELSE IS $0 IMPORTANT 
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rginia Sales Congress at 
Roanoke Has Star Program 
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TIONAL LEADERS SPEAK 
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Present" | By WALTER M. CHRISTENSEN 
Office were 1 BROANOKE, VA., Oct. 1.—Nearly 





members of the Virginia Associa- 
of Life Underwriters attended the 
jation’s sales congress here Mon- 









“S 1 y G. Franklin Ream of the Mutual 
a ‘nefit Life home office spoke on “Fun- 

: mentals of Success.” He was intro- 
1 COntinuoy ced by Harold Petersen, general agent 





Roanoke. Mr. Ream outlined sales 
ethods which, if followed, lead to pro- 
Muction. He advised a definite sales 
procedure in order to bring out the 
Goints. He recommended careful pros- 
ecting, so as to save selling time, and 
ged time control. 
=— 0. Sam Cummings, Texas general 
yet, by thlgcent of the Kansas City Life, stopped 
would appex fon his way home from the national con- 
isapprovi yention in Boston. He gave a spirited 
Policy form B4alk on “Life Insurance Sales Success 
Plete discr. jn 1936.” 
“ while th 
Write th i ; 
of od | In the afternoon Woody Evans, dis- 
and insyre fe trict manager Equitable of New York, 







ate was ap 
9~ . e 
925, Soing ty 









Superintendent Bowler a Speaker 


them, introduced Superintendent of Insurance 
'c. A. Bowles of Virginia. E, Dudley 
ul Colhoun introduced Charles J. Mesman, 


ICE superir. ‘assistant manager of agents, Pan- 


ty to pre |p American Life. M. Wilson Brooks, of 
dorsemen; @ the Sun Life of Canada and former 
d fire pd ‘president of the Richmond association, 


missioners introduced Major Roger B. Hull, man- 
power to “aging director and general counsel of 
cies which the National association. Mr. Hull’s 
irely apart subject was, “You Are the Responsible 
Underwriters of Self-Reliance and Se- 


lation, ag — “urity.” Mr. Hull showed how life in- 
approval § Surance gives individual security. __ 
powers, is Home office men present in addition 
commonly § t? the speakers were Charles E. Ward of 
ife, health the Shenandoah Life and R. G. Rich- 
1g to Mr ards, sales promotion manager of the 
‘— Atlantic Life. The association made 
acknowledgment to those two compa- 
lon nies for their help in assuring the suc- 
of many — cess of the sales congress. 
file a fac- 


use or to Smrha and Service Life Suit 


he ie Ms LINCOLN, NEB., Oct. 1.—Insur- 
8 ance Director Smrha has entered a spe- 


a valu- : : : Be Se ee 
we = cial appearance in a suit filed in district 
; ‘ — court by Ambrose Johnson and other 
. policyholders against the Service Life, 


Rng in which the department was joined as 
He vot a defendant on the ground it had per- 
: mitted the company to do the things 





—- complained of in the petition, which had 
sce: a do largely with allocation of funds. 
mount Mr, Smrha alleges that the court has no 
ing 4 jurisdiction over it and that it cannot 


be made a party to any lawsuit at the 
pleasure of any party to it. He takes 
the ground that he and the department 
the ap- are agencies of the state endowed with 
; of the certain government administrative pow- 
nore to ers, and that as the state has not con- 

direct sented to the bringing of this action it 


id pos- cannot, under the constitutional provi- 
control sion requiring such consent, be made 
se, the a party to the action. 

of life eee 

issued ° 
ae J. H. Cowles Agency Outing 

of has The Los Angeles agency of the Provi- 
ant of dent Mutual Life, James H. Cowles, 


general agent, held an annual two-day 
f the outing on Catalina Island with the larg- 


penal- ¢st attendance in its history. Fourteen 
rer at members of the agency qualified for the 
The free round trip to Avalon, plus two days 
lared. of entertainment, including swimming 
alings and outdoor sports. 
d. _Franklin C. Morss, manager of agen- 
lardi- cies Provident Mutual Life, recently 
been spent a week with the agency and was 
diza- guest of honor at an agency luncheon- 


meeting attended by the entire southern 
California field force of the company. 
























*GUARDIAN MAN 


with dramatic national 
advertising and merchandising 
in back of you! 


Straight from the shoulder, straight to the heart 
messages, with a different appeal hand-tailored to 
the readers of each magazine, carefully written in 
the prospect’s own language, constructively selling 
a definite policy . . . THAT is the way Guardian 
Life cooperates with the men in the field. 


And that’s only part of the story! 


Complete merchandising plans—to get the utmost 
from the Company’s National Advertising — are 
provided; as well as Direct Mail Programs of proved 
pulling power. 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 


ESTABLISHED 1860 
A MUTUAL COMPANY 50 UNION SQUARE, N.Y. C. 


GUARDIAN OF AMERICAN FAMILIES FOR 76 YEARS 
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THE WEEK IN INSURANCE 





Program at meeting of National Asso- 
ciation of Life Underwriters in Boston 
was dominated by expression of attitudes 
by many speakers, closely akin to the 
doctrine being expounded these days by 
the Republicans. Pagel 

& & * 

H. T. Burnett becomes vice-president 
and manager of agencies of Reliance 
Life; six other new appointments are 
made in the department. Page 1 


* OK OX 


Oklahoma supreme court reverses find- 
ing in old Bowen case on which tax suits 


against fraternal societies in several 
states were based. Page 21 
* Ox 


Richard Boissard, vice-president Na- 
tional Guardian Life, dwelt with factors 
influencing acquisition of renewal costs. 

Page 2 
* & * 


Ruling expected soon on agent’s status 
under social security act. Page 3 
ok OK 


Industrial Insurers Conference, in an- 
nual meeting, hears some observations 
on the power of the insurance commis- 
sioner to prescribe policy forms in ad- 
dress of A. F. Canfield of Washington, 
D. C. Page 6 
*k * Ox 

New plan for rehabilitation of Pacific 
Mutual that has been filed by Com- 





missioned Carpenter of California re- 


ceives the endorsement of all those 
principally interested in the matter. 
. Pagel 
, * * 


Higher interest rates on the way, 
I. Parkinson of Equitable 
of New York declares at closing session 
of Boston convention of the National As- 
Page 3 


President T. 


sociation of Life Underwriters. 
* Ke 
Factors for success 


in Washington, D. C. 
* ok Ox 


Greater New York department of 
Equitable of New York holds top pro- 


ducers’ conference at Magnolia, Mass. 


* *K 


Harry Gardiner of New York named 
president of General Agents Association 
of John Hancock Mutual at Swampscott, 
Pagel 


Mass., convention. 





Sells South Carolina Business 


Peninsular Life of Jacksonville, Fla., 
has sold its industrial business in South 
Carolina to American Home Life, Col- 
umbia, S. C. The latter company was 


in writing non- 
can A. & H. told by C. W. Young, presi- 
dent Monarch Life, at agency convention 

Cc Page 3 


Page4 


June 30. 









incorporated in 1936 with $50,000 capi- 
tal. Its president is J. M. Walker, re- 
cently manager for Franklin National 
Life of Greenville and at one time presi- 
dent of Palmetto State Life. The en- 
tire agency personnel of Peninsular in 
the state has gone with American 
Home. 





Indiana Insurance Record 


The annual report of the Indiana de- 
partment covers the fiscal year ending 
One new feature in the report 
is a compilation of insurance in force in 


the state for life companies and premium 
receipts for all companies on business 


written in Indiana. As of Dec. 31, 1935, 
life companies had in force in Indiana 
$2,272,715,432, premiums $71,123,877; 


fraternal insurance in force, $132,281,- 
008; premiums received, $3,400,640; as- 


sessment in force, $18,018,527; pre- 


miums, $835,618; fire $127,648. At the 
beginning of the fiscal year, June 30, 


1935, there were 709 companies of all 


kinds operating in the state and 716 op- 
erating in the state June 30, 1936. 
insurance department held on deposit 
June 30, 1936, for all companies includ- 
ing deposits required of Indiana compa- 
nies by statute and of other states under 
reciprocal laws, $159,113,718. 


The 
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Many life insurance salesmen — even though con- 
sidered successful — are enjoying but a fraction of 
the profits they are capable of producing. Generalized 
education or training has never touched to life the 
latent sales power within them. Yet this latent sales 
power is truly a ‘‘Slumbering Giant,”’ and it lives in 
the heart and mind of many an ambitious fieldman. 


The best of educational material is available to 
NWNL men. But education is backed by the work of 
trained sales analysts, constantly on the lookout for 
men in the agency organization whose records as 
NWNL producers suggest the presence of ‘‘Slumber- 
ing Giants’’ waiting to be roused to action. Not glib 
critics or pseudo-super-salesmen, NWNL sales an- 
alysts are men trained in finding sales assets and 
abilities. These the analysts tie into a workable sales 
plan designed to fit the man. 

Individual ability must be roused to action through 
individual planning. The examples at the left are 
simply three among many that have proved this 
axiom to NWNL sales analysts — and to NWNL field- 
men who are enjoying larger sales and increased 
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Darwin Lynner Shows 
What Young Man Can Do 





A, T. Lynner of Des Moines geners| 
agent of the General American Life 
heard about Vice-president H, 9 Pes, 
strong of the Travelers speaking i 
Chicago and suggesting that genera 
agents should give more attention to the 
training of younger men, thus starting 
those early in years to get a good foun, 
ing in the business. Mr. Lynner too, 
Mr. Armstrong first hand and last May 
he got his son Darwin, who is 20 year 
of age, to start out as a rate book man, 
He was still in school and yet wro 
$10,000 of life insurance on four appli. 
cations in that month. 

During June he wrote $12,500 with 
five applications. During the first three 
weeks in July he was on a vacation byt 
during the last week he wrote two ap. 
plications for $3,000. During August 
he led the Iowa organization by writ. 
ing 12 applications for $30,500. During 
the first three weeks of September he 
produced $19,500. In addition he has 
produced a reasonable volume of acci- 
dent business. So far he has the larg- 
est average size policy issued through 
the agency, it being $2,500 and his aver- 
age premium is about $28. 


Specializes on Life Income 


Young Lynner specializes on life in- 
come at age 60. He works largely with 
young men, those near his own age, 
He started on the list of those with 
whom he graduated in high school and 
contacted those who had secured posi- 
tions, He builds his sales talk around 
the point, “John, how much money can 
you save every month?” To the young 
people who have a position paying from 
$50 to $70 a month, he talks on the ba- 
sis of saving $5 a month which buys 
approximately $2,500 of this kind of in- 
surance. Where the prospect is earn- 
ing $100 a month he then suggests the 
$10 a mnonth saving, which buys ap- 
proximately $5,000 from ages 18 to 22 
He uses the system of getting young 
men to recommend others of their 
friends saying that they are doing a 
good turn when they induce their friends 
to begin saving. 

General Agent A. T. Lynner in ob- 
serving the work of his son says, “This 
experience has revitalized my own in- 
terest in the younger men. I am sure 
general agents would do well not to 
overlook the young fellows who are 
anxious to earn money. The reason the 
younger men have done proportionately 
better jobs these last few years is be- 
cause they do not know that ‘it can’t be 
done.’” 


Lafayette Mutual Banquet 


Agents and employes of the Lafayette 
Mutual Benefit, Chicago, will attend the 
annual banquet in that city Oct. 3. The 
Lafayette Mutual operates in_ Illinois, 
writing non-medical life certificates at 
$1 per month for maximum sum $1,000. 
Business is written through the Mid- 
land Underwriters, which will also serve 
as the agency plant of the newly char- 
tered Jefferson National Life, which 1s 
now in process of organization and for 
which stock is being sold. 


Duluth General Agent Dies 


George Wilson, who had been general 
agent of State Mutual Life in Duluth 
since 1909, and who had been 27 years 
with the company, died following an 
operation. He was born in Glasgow, 
Scotland. At the age of 12 he went to 
work to support his family, and spent 
the succeeding five years in a chartered 
accountant’s office, leaving to emigrate 
to Duluth, where he spent the remain- 
ing 45 years of his life, For the first 
17 years in this country, Mr. Wilson 
was in the grain business. Finally he 
was forced by a nervous breakdown to 
give up this work. Wishing to get away 
from confining office work, he began to 
sell life insurance, and subsequently be- 
came general agent for State Mutual. 













Octobet 
=—— 


Natio! 


As 


| WELL 


: Preside! 


Brig 


Edga 


» Nation 
; City, W 
B eral Ay 


in-law 
agency 
of Hy 


finat 
its 

take 
fore 
brot 
disc 
und 
wer 
















ober 2 


US Starting 
00d found. 
‘nner took 
1 last May 
S 20 years 
book man, 
yet wrote 
Our appli. 


500 with 
first three 
cation but 
e two ap- 
z August 
by writ. 

During 
ember he 
n he has 
- Of acci- 
the larg. 
through 
his aver. 


ne 


1 life in- 
rely with 
wn age, 
se with 
hool and 
ed posi- 
- around 
mney can 
e young 
ng from 
the ba- 
ch buys 
d of in- 
is. earn- 
ests the 
YS ap- 
3 to 22, 
young 
f their 
loing a 
friends 


in ob- 
, “This 
wn in- 
m sure 
not to 
10 are 
on the 
nately 


‘ayette 
nd the 
3. The 
linois, 
tes at 
51,000. 
Mid- 
serve 
char- 
ich is 
d for 









’ 1935 








October 2, 1936 


LIFE INSURANCE EDITION 











National Life of Vermont 
Agents Hold Annual Rally 





j WELLS GENERAL AGENTS HEAD 


pS 





president Howland, Vice - president 
Brigham on Program at Swamp- 
scott, Mass., Gathering 





| Edgar T. Wells, general agent of the 
' National Life of Vermont in New York 
' City, was elected president of the Gen- 
‘eral Agents Association at the annual 
cales meeting of agents held at Swamp- 
 <cott, Mass. He succeeds Marc A. Law, 
| ceneral agent of Chicago. F. L. Bean of 
' St, Paul was elected vice-president, and 
'c. V. Shepherd of Cedar Rapids, Ia., 
© secretary-treasurer. Mr. Law and T. H. 
Cummings of Cleveland were named on 
| the executive committee. 
A feature of the annual dinner was 
‘the paying of honors to five men who 
have served the company for 50 years. 
These were Secretary O. D. Clark, who 
resigned as of Oct. 1; C. W. Gammons, 
a director, president of the J. T. Phelps 
agency in Boston; A. H. Gseller, agent 
in New York City; J. H. Edwards, son- 
inlaw of the founder of the Phelps 
agency of Boston, and R. W. Hurlburd 
of Hyde Park, Vt., dean of the entire 
agency force. All except the latter were 
present. E. J. Tyler of Cleveland was 
toastmaster. T. C. Thompson of Chat- 
tanooga, Tenn., who was celebrating his 
6th birthday, also was honored. 


Views Financial Conditions 


The financial storm seems to be pass- 
ing, Elbert S. Brigham, vice-president 
and chairman of the finance commitee, 
stated in an address on “The National’s 
Financial Strength.” He said a report 
by the Treasurer of the United States 
in 1845 on causes of depressions and 
bank failures holds true today, and is ap- 
plicable to insurance companies as well 
as banks. These causes were listed as: 
“An attempt to do banking business 
without sufficient capital; ignorance and 
incapacity on the part of the directors; 
fraud on the part of the directors; a 
general depreciation of property, ruinous 
to the debtors of the banks, by which 
the bank capital has been swallowed up.” 

The record of mutual life insurance 


' companies, Mr. Brigham said, with but 


one failure, is gratifying. It is due to 
government regulation, good manage- 


| ment and an investment policy devoid of 


speculation and with a margin of secur- 
ity not dangerously affected by the col- 
lapse of security and real estate values 
of the great depression. 


Discusses Home Loans 


_ Mr. Brigham gave the National's 
financial picture as of July 1, showing 
its excellent condition. Real estate 
taken under foreclosure is not being 
lorced on the market. The drought has 
brought higher farm prices. He also 
discussed the company’s loans on homes 
under the Federal Housing act. There 
Were 2,102 of these on the books Aug. 
31, aggregate principal being $10,000,000, 
and netting a minimum of 4%4 percent, 
or ample to meet the reserve and divi- 
dend requirements. He said the com- 
pany expects to build up this account 
to the point where it absorbs the ab- 
normal amount of cash now carried in 
banks, thus placing income on a satis- 
lactory basis. 

” H. C. Spillman of Kentucky spoke on 
The Challenge to Man Power” at the 
banquet. 


President Howland Speaks 


, Vice-president E. D. Field introduced 
President Fred A. Howland, who is in 
his 21st year as president. The chief ex- 
yogi gave an address on “Record of 
a _ insurance in Depression Years 
930-35, 

Dr. Hubert Greaves, professor of 
Public speaking at Yale, gave a pan- 
tonimic talk on sales personalities. 
Golf and other recreation occupied the 
second day. 








Dieckhoff Denver General 
Agent Connecticut Mutual 











DIECKHOFF 


EDWARD H. 


Connecticut Mutual announces the ad- 
vancement of another of its supervisors, 
Edward H. Dieckhoff, to the post of 
general agent. He goes to Denver from 
Milwaukee where he has been a leading 
producer and supervisor under General 
Agent Kenneth W. Jacobs, Jr., since 
1933. Entering the business in 1932 he 
became associated with Samuel T. 
Chase, general agent for Connecticut 
Mutual in Chicago. From Chicago Mr. 
Dieckhoff went to Milwaukee as super- 
visor. Within 18 months, the unit 
which he built was producing at the rate 
of $1,500,000 a year. 

Mr. Diekhoff’s managerial experience 
dates from 1932 when he became sales 
manager for the Studebaker Corpora- 
tion. In 1926 he joined the Hupmobile 
Company and in 1927 became eastern 
sales manager. 








Holgar J. Johnson, general agent Penn 
Mutual Life, Pittsburgh, spoke on 
“Agency Sales Incentives” at the Mon- 
day morning meeting. George H. Har- 
ris, public relations officer Sun Life of 
Canada, said 100,000 life agents had been 
taking the credo of protection to the 
people for many years. He said it was 
the obligation of individual citizens to the 
government to protect the family, and 
not the obligation of government to citi- 
zens. “Every dollar of life insurance is 
a sacrifice made in advance and therefore 
on far higher moral ground than any 
form of government relief,” Mr. Harris 
concluded. Life insurance assets con- 
stitute the great backbone of the nation’s 
assets. 


Hold Agents’ Round Table 


L. P. Brigham, superintendent of 
agencies, and G. B. Young, vice-presi- 
dent, were chairmen of an afternoon 
round table session. Mr. Brigham re- 
minded the agents that was the first 
agency convention in many years not 
attended by A. B. Shepard, agency su- 
pervisor, who died a year ago. 

Some of the National agents went di- 
rectly from Swampscott to Boston to 
attend the National Association of Life 
Underwriters’ convention. 





Davis Now General Agent 


The Commonwealth Life announces 
the appointment of William R. Davis, 


III, as home office general agent at 


Louisville. This appointment is a pro- 
motion from general agent at Charles- 
ton, W. Va., where Mr. Davis has made 
a record. His insurance experience con- 
sists of 10 years in the business. He 


was assistant general agent of Aetna 
Life at Cincinnati. 
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he steamship companies 
report that 1936 will be a ban- 
ner year based on the number 


of passengers carried. 


In the October magazines* the 
Metropolitan presents a couple 
who many years ago looked 
after their “reservations” for 
their trip on a modern liner. 
As sailing time draws near they 
are getting a real “kick” out of 
the chart that shows the loca- 


tion of their stateroom. 


Through Life Insurance many 
couples are making “reser- 
vations” for happy vacations 


in the years to come. 


*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, Chairman of the Board 


Leroy A. Lincoln, President 


ONE MADISON AVE., NEW YORK, N. Y. 





Entertainment Plans for 


Dallas A. L. C. Meet Given 





The annual gathering of the American 
Life Convention in Dallas Oct. 12-16, is 
expected to break attendance records, 
due not only to the character of the 
program but to the opportunity to visit 
the Texas Centennial Exposition in Dal- 
las and Frontier Centennial at Fort 
Worth. Advance registrations number 
several hundred. 

The tocai committees have made elab- 
orate entertainment preparations. The 
golf tournament Monday and Tuesday 
at the Brook Hollow Country Club is 
in charge of Henry Abels, vice-president 
Franklin Life, with prizes contributed 
by companies and organizations. The 
dinner-dance will be at the Dallas Coun- 
try Club Wednesday. American Life 
Convention Day will be observed at the 
Centennial, Thursday, with special per- 
formances of “Calvalcade,” “The Drunk- 
ard” and ‘The Streets of Paris.” 

Fort Worth has issued a special in- 
vitation to attend the celebration there. 

The Dallas entertainment committee 
is headed by Mrs. Arthur Coburn, wife 
of the vice-president of Southwestern 
Life. D. Easley Waggoner, vice-presi- 
dent United Fideiity Life of Dallas, is 
chairman of the local arrangements com- 
mittee, which will provide entertainment 
at the dinner-dance and also be host 
to the Legal Section at a luncheon Mon- 
day. The arrangements will include a 
plan under which taxi service, tickets 
to a local theater and to the Centennial 
and other entertainment features will be 
provided. 

There will be a post-convention tour 
to Mexico City leaving Dallas Oct. 16, 
returning Oct. 25. Reservations are 
being received by B. E. White, general 
manager American Express Company, 
180 North Michigan avenue, Chicago. 

President Lee N. Parker of American 
Service Bureau, the affiliated inspection 
organization, will attend, as well as Bar- 
rett M. Woodsmall and M. B. Ceder- 
strom, vice-presidents. Mr. Parker will 
present his report to the executive ses- 
sion. 

Miss Mildred Hammond, assistant 
secretary, will be in charge of reserva- 
tions. Col. C. B. Robbins, manager, 
plans to go to Texas a week in advance 
to visit various home offices. Ralph H. 
Kastner, associate counsel, will give his 
annual review of legislative and depart- 
mental action. Maurice E, Benson, at- 
torney for the convention, will make his 
first appearance before the Legal Sec- 
tion, presenting a review of life insur- 
ance decisions, a subject formerly han- 
dled by the convention manager. 





Missouri State’s Liens Are 
Again Greatly Reduced 





ST. LOUIS, Oct. 1.—Earnings and 
increased business cf the General Amer- 
ican Life since December 31, 1934, have 
made possible an additional reduction 
of approximately $5,000,000 in liens 
against reserves of some policies of the 
old Missouri State Life which was 
taken over by the General American 
Sept. 7, 1933. Net total of liens is $16,- 
000,000. It is understood the reduction 
was approved by commissioners of ten 
states who were in St. Louis recently 
in connection with a hearing on the pre- 
liminary report of a recent convention 
examination of the General American. 

The General American in December, 
1934, reduced the original lien on Mis- 
souri State policies 12 percent. Progress 
has been substantially better than an- 
ticipated. 

It is understood that the examination 
report on the General American is fa- 
vorable on the whole, indicating efficient 
management. Officers met with the 
commissioners to discuss various items 
in the preliminary examination report. 





James H. Cowles, Los Angeles, Provi- 


dent Mutual Life—August paid-for vol- 
ume showed a gain of over 20 percent. 
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0. E. STARNES 





O. E. Starnes, the new president of 
the Industrial Insurers Conference, js 
second vice-president of Imperial Life 
of North Carolina. 

At the age 18, he started in the life 
insurance business as agent, and since 
that time has worked in every field ca- 
pacity, including the management of the 
field force. Since 1926, he has served as 
vice-president and chairman of the i- 
nance committee of his company. 


Cleary to Address Annual 
Joint Meet of Life Bodies 


M. J. Cleary, president Northwestern 
Mutual, will be the concluding speaker 
at this year’s annual meeting of the 
Association of Life Agency Officers and 
Life Insurance Sales Research Bureau 
to be held at the Edgewater Beach Ho- 
tel, Chicago, Nov. 10-12. It is custom- 
ary for these meetings to be closed by 
an address from the chief executive oi 
a member company. 

This year’s meeting will include six 
sessions altogether, beginning at 9:30 
a.m. on Tuesday, Nov. 10, not Monday, 
as has been the practice in the past. 
The afternoon of the second day will 
be given over to group discussions 
where the leaders will be company 
agency officials. The annual banquet 
will be held Nov. 10. The full list of 
speakers will be announced soon. 





Opening Day Memorable 

CINCINNATI, Oct. 1.—The day the 
handsome new quarters of the Union 
Central home office agency were opened 
on the 17th floor of the Union Central 
building in Cincinnati, marked the en- 
trance of the company into its 70th year, 
having been established in 1867. The 
first death claim was paid on the Ife 
of John Dionne, Georgetown, ©., who 
died in 1868. He was policyholder 684 
and carried $3,000. Since that time, t0 
Dec. 31, 1935, Union Central has paid 
$703,599,655 to beneficiaries. Policy 1 
was issued to Jchn Pascal Paoli Peck, 
Hamilton, O., and was written for $10, 
000. The name “Union Central” repre- 
sents a compromise, some of its orgall- 
izers, among whom was Mr. Peck, 
wanted it called the “Central” and others 
the “Union,” because the Civil War had 
just preserved the Union. The com- 
pany has grown steadily since that t!me 
and today is one of the largest and 
strongest companies. 

George H. Page, California - Western 
States Life, Los Angeles—Led all agen- 
cies of company in August for second 
consecutive month in paid pro rata new 
business. Morris Scheer was the leading 
producer. 
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panne 
Analyzes Mortality Cost 
Introduced by Air Risk 











Interesting information on the mor- 
tality experience and cost of airplane 
travel was given to the National Associ- 
ation of State Aviation Officials in an- 
nual meeting at Hartford by James E. 
Hoskins, assistant actuary of the Travel- 
ers and chairman of the aviation com- 
mittee of the Actuarial Society of Amer- 










ica. : 

In airport and cross country taxi fly- 
ing, he said, the consistent death rate 
is about eight pilots for each 100,000 
hours flown. Such pilots, averaging 300 
hours of flying a year, he declared, must 
contribute $24 a year for each $1,000 
they own to pay for the death claims 
arising from air accidents. 







Low on Passengers 





The mortality rate is especially high 
for transport and military pilots with 
from 200 to 500 solo hours. The odds 
are 25,000 to 1 against the passenger 
being killed on a trip by air transport. 
The death rate on the average trip by 
air transport is about one and one-half 
passengers per 100,000 passenger hours. 

In a group of policyholders that travel 
100 hours a year on the airlines, the 
death claim cost to the life company on 
account of air transport accidents aver- 
ages $1.50 a year for each $1,000 of in- 
surance. This, he said, is practically all 
extra cost caused by the aviation haz- 
ard, since the normal chance that the 
business man will meet accidental death 
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Bese i in the course of 100 hours costs the in- 

served vi surance company about 1 cent for each 

f the f. $1,000 insured. The life company doesn’t 

- have sufficient leeway to absorb a mor- 

oe tality cost as great as $1.50 above the 
normal. 

al Mr. Hoskins observed that a high rate 


is not necessarily an excessive rate. It 
merely corresponds to a high risk. 


Bodies 


wes ° 
speak, & A. & H. Experience Under 
be bi Standard Forms Soon Out 
Bur 
an NEW YORK, Sept. 30.—Analysis 
‘ustom- and tabulation of the loss experience of 
sed by member companies of the Bureau of 
tive of Personal Accident & Health Under- 
writers under the commercial personal 
ide six accident forms of policies, which has 
t 9:30 been under way for some time, will be 
onday, completed and available for those en- 
past. titled to receive it within the next three 
y will months, This assurance was given the 
issions governing committee at its quarterly 
mpany meeting here. The data is being eagerly 
anquet awaited by executives who appreciate 
ist of the aid it will be to them in charting 
courses for the future, in that the ex- 
perience is all based upon conditions 
under standardized contract forms 
adopted in 1932. 
y the Admission to Bureau membership 
Jnion was granted the Accident & Casualty 
ened of Switzerland. 
ntral Casualty company officials all report a 
> en- satisfactory increase in personal accident 
year, Writings thus far during the present 
The year, attributing it in part to the added 


- life effort put forth by agents to secure the 
who line, and again to the continued better- 
684 ment of economic conditions, warrant- 
, to ing many who hitherto felt unable to 


paid purchase the indemnity, to do so now. 











C.L.U. NEWS 


HOUSTON CLASS 


The Houston, Tex., C. L. U. is or- 
ganizing a study class to cover sec- 
tions 1 and 2 of the C. L. U. course. 
Meetings will be held in the Great 
Southern Life auditorium from 4:30 to 
6:30 p. m. each Monday. The organ- 
ization meeting will be Oct. 5. The in- 
struction will be given by members of 
the local chapter and assistants to the 
actuaries of the Great Southern Life. 

Be toot 
DETROIT MEETING 


The annual meeting of the Detroit 
C. L. U. chapter was held this week, 
with President Floyd McCartney, Equita- 
ble of New York, presiding. A slate for 
the coming year will be presented by the 
nominating committee, of which H. C. 
Brayton, Mutual Life of New York, 1s 
chairman. 

Plans for the year’s C. L. U. study 
course will be laid at a meeting later in 
the month at which an executive of the 
American College of Life Underwriters 
will speak. 





* OK OK 
Cc. L. U. COURSE IN SAN ANTONIO 


The San Antonio, Tex., Life Under- 
writers Association has arranged with 
the authorities of Westmoorland College 
of San Antonio for the courses required 
for the C. L. U. degree to be presented 
in the college extension work. 

& ¢ 
KANSAS CITY CLASS 


Twenty-one already have enrolled in 
the Kansas City, Mo., C. L. U. class which 
starts Oct. 1. Oliver J. Neibel, Penn 
Mutual, who has taught the classes the 
past five years, will be the instructor 
again. 








RECORDS 


Midland Life—Members of the Lead- 
ers Club in its first official year of exist- 
ence accounted for 63 percent of the 
company’s paid business. The average 
first year renewal record for club mem- 
bers was 78.73 percent. Dennis G. Col- 
well of Dallas, Tex., was president with 
$469,507 of business, and an average size 
policy of $4,388. His renewal ratio was 
90.09 percent. C. J. King of Kansas 
City, with a volume of $326,820, had a 
renewal ratio of 97.94 percent. 

St. Louis Mutual Life—The 1936 pro- 
duction record so far is practically dou- 
ble the amount written during the cor- 
responding period last year. August set 
an all time production record. The 
field force put forth a special effort to 
honor President Kreismann. It was 28 
percent greater than August, 1935. The 
home office building has undergone mod- 
ernization, being remodeled both inside 
and out. 

Leon A. Soper, Los Angeles, Phoenix 
Mutual Life—Led company’s agencies in 
August in paid premiums, exclusive of 
single premiums and annuities. 











marked dimunition in the moral hazard, 
a condition likewise due very largely to 





y i A further satisfactory situation is the! the uptrend in general business. 
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Now for the second 100 Million 
Country Life Insurance Company. 


Truly, the second hundred million in 
Country Life should be far easier than 
the 7! years of depression in which we 
made our first 100 million. 


Cooperation of our people, the records 
of our company should point to a new 
time record for 200 million. 


me OF AMERICA 
a HOME OFFICE—JERSEY CITY, NEW JERSEY L. A. WILLIAMS, Manager 

: ery Same COUNTRY LIFE INSURANCE COMPANY 
nd 66 Good ToR t , a 
'w e onmenins a erect Cond Cuaeene™ onmemauns 608 South Dearborn St. Chicago, Illinois 
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EpireriaLt ComMENT 








Keep Pacific Mutual on Its Feet 


LIFE insurance men will hope that the 
Pactric Mutuat LiFe will retain its iden- 
tity and that the original plan of a mu- 
tual company will go through. When a 
company the size of the Paciric MuTuAL 
is made the subject of profit-making by 
outside interests the result is invariably 
bad. If the company is able to retain 
its identity under the proposed plan it 
will receive the helpful consideration of 
life insurance interests, even though its 
old management may be charged with 
having made unfortunate mistakes, and 
worse. The history of the St. Louis 
companies shows what happens when 
log-rolling in the interest of stockhold- 
ers and manipulators once starts. We do 
not have in mind any particular offer 
made by outside interests for the PAcIFIC 
Mourvac. The thought is. that if the com- 
pany by its own efforts can pull out of 
its difficulties and reestablish itself as a 
mutual company it will somehow have 
vindicated its errors and mistakes and 
will not be regarded as an out-and-out 


failure as it will be if it is just sold out. 

And what can the outside people do 
for the policyholders that it cannot do 
for itself? If it is sold out, of course it 
is sold out to make a profit for some- 
body. The Paciric Murtvat is largely a 
mutual company; its policyholders have 
paid in excess premiums over non-par- 
ticipating rates for the very purpose of 
absorbing losses and meeting contingen- 
cies which may arise; the company is 
already large enough so that additional 
size by being amalgamated with another 
company is no advantage. To bring in 
outside interests, to pay commissions on 
the reinsurance deal, to give outsiders 
an opportunity to make money out of 
the misfortunes of the company, is en- 
tirely outside the true spirit of life in- 
surance. 

The Paciric MUTUAL, with a manage- 
ment cleansed of the elements which 
brought it into trouble, should be al- 
lowed to work out its own destiny with- 
out outside interference. 


Regulation of Burial Societies 


PRESIDENT FRANK P. SAmrForp of the 
Liperty NATIONAL LIFE in an address 
before the INDUSTRIAL INSURERS CONFER- 
ENCE Called attention to the rapid increase 
of burial associations. These usually are 
very weak outfits but numerically they 

_ run into large figures. They are hooked 
up with undertakers and for the most 
‘ part Mr. Samrorp characterized them as 
purely rackets. They are patronized by 


people of smaller income who put much 
stress on having a respectable burial. 
We agree with Mr. Samrorp that it is 
time that greater safeguards were placed 
around concerns of this kind. There 
should be sufficient legislation to protect 
the people against abuses. Certainly 
standards should be established so that 
people can be reasonably sure of getting 
benefits. 


Danger of ‘‘Yes Men’’ Organizations 


Tue development of an all-around 
competent, intelligent organization is the 
goal to be desired of any enterprise. 
Unfortunately many develop into a one- 
man proposition where those up and 
down the line are subordinated and be- 
come more or less puppets and robots. 
The head of the organization is domi- 
nant, autocratic and opinionated. He 
extends but little responsibility and is 
merely content to have a body of “yes 
men” affiliated with him. 

Thus a_ potential organization of 
power is defeated. Men subject to that 
sort of an influence become supine and 
do not develop along useful lines. The 


only way to build an organization of 
outstanding success is to incur the right 
kind of people and shoulder responsi- 
bility on them. No organization can be 
made by engendering dependency. The 
head must be a man who knows his 
business, cognizant of what is going on, 
appreciative of good talent and at the 
same time gives every opportunity to 
those associated with him to reach the 
heights. Organizations of that type be- 
come powerful and influential. People 
in it grow, their judgment is put to test, 
they profit by their mistakes, they cre- 
ate their own future. They become most 
useful, 


Reforming Crooked Agents 


Ir 1s a strange kind of reasoning that 
a company now and then seems to take 
it for granted that if an agent has been 
unsatisfactory with a company, has vio- 
lated his contract and has been guilty 


of infractions of various kinds, he will 
play fair with another company. At 
least some companies readily license 
agents that have gone wrong with their 
previous companies. Although they in- 





tend to reform the guilty, the medicine 
seldom cures. 

The fact that there are undesirable 
agents is due to the fact that companies 
countenance them. A company should 
accept the responsibility as to the char- 
acter of its agents. If a person is li- 
censed and violates not only his agree- 
ment with a company but deceives those 
for whom he writes insurance he de- 
serves the utmost condemnation. In 
some states the insurance department 
has no alternative but to license these 
people if such is sought by a company. 


If reputable agents seek to hate 
agency qualification laws that haye teeth 
in them, it is largely due to the fas 
that they see no other means of Retin 
rid of the unfit and the undesirab} 
Many companies resent license laws th } 
have rather stiff regulations. If cg, 
panies endeavor to force on the pub 
representatives that are untrustworthy 
then they cannot censure those of hig 
character in the business who resem 
such action and feel that they are dtive 
to the legislature to secure proper ore 
tection. 
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PERSONAL SIDE OF BUSINESS _ 





Samuel Okoshken, 36, special deputy 
superintendent of the New York insur- 
ance department since January, 1935, 
died unexpectely from a cerebral hem- 


orrhage early Sunday. He was con- 
nected with the mortgage liquidation 
bureau. 


Wilson Brooks of the Sun Life in 
Richmond, Va., has had a strenuous pe- 
riod of 
tended four in a row. 
ing of the Young Democratic Clubs at 
Roanoke, he went to the Sun Life out- 
ing at St. Andrews-by-the-Sea; from 


there to the meeting of the National | 


Association of Life Underwriters in 
3oston and then to the convention of 
the Virginia Life Underwriters Associa- 
tion, of which he is a former president. 


Mrs. Helen L. Milair, wife of Vice- 
president and Agency Manager E. C. 
Milair of the George Washington Life, 


died. She was well known to most of 
the field force. Mr. and Mrs. Milair al- 
ways attended the meetings of the 


American Life Convention and became 
well known to company officials. 


J. Fred Lawton, associate general 
agent Connecticut Mutual Life in De- 
troit, will be guest of honor at a dinner 
in Ann Arbor Oct. 9, celebrating the 25th 
anniversary of the introduction of ‘“Var- 
sity,’ the pep song of the University 
of Michigan, words for which were writ- 
ten by Mr. Lawton in 1911, shortly after 
his graduation from the university and 
just prior to the first football game of 
the season. 


R. M. Morse, who has headed the 
Michigan department’s licensing division 
for several years but becomes second 
deputy commissioner Oct. 1, succeeding 
J. E. Reault, within a three months’ pe- 
riod has had his home broken inta twice 
by marauders. The last burglary netted 
only a child’s bank, but previously a col- 
lection of old coins and stamps was 
taken. Mr. Morse keeps his more valu- 
able collections in a vault. 


Hampton H. Irwin of the George E. 
Lackey agency Massachusetts Mutual 
in Detroit for the past 16 years, has 
been appointed non-resident lecturer on 
insurance in the school of business ad- 
ministration of the University of Mich- 
Mr. Irwin acted for another pro- 


igan. 
fessor who was away on leave during 
the first semester a year ago. This 


year he has the entire insurance course 
given over to him. Besides the regular 
survey course, he will institute two or 





convention going, having at- ; 
From the meet- | 





i | 
three new courses including one on fix 
insurance. 

Mr. Irwin received his A.B. from th 
University of Michigan in 1917, and his 
C. L. U. designation in 1932. Last win. 
ter he served as instructor in some oj 
the C, L. U. courses in Detroit, and two 
years ago he handled some of the Un. 
versity of Michigan extension course 
lectures for C. L. U. At the agent 
convention at Swampscott in June, the 
Massachcusetts Mutual chapter of ¢ 
L. U. elected Mr. Irwin vice-pres. 
dent. Convention-goers will remembe 
“Hamp” Irwin as Hector Storm in the 
Olivia Orth playlet, “On to Honoluly” 


H. E. Sinclair, assistant superintendent 
of agencies, Union Central Life, was 
killed instantly in an automobile acc. 
dent near Richmond, Ky. He was % 
years of age. Mrs. Sinclair, riding with 
her husband, was cut on the head and 
suffered severe shock. They were leay- 
ing Cincinnati on their vacation. The 
body was taken to Mr. Sinclair’s native 
home, Burlington, Vt., for burial. Mr. 
Sinclair was appointed district supervisor 
in the home office in 1935, a year later 
being elected to the position he held 
at the time of his death. He was a 
graduate of the University of Vermont. 
He entered the life insurance field in 
1929, being appointed Burlington man- 
ager in 1933. He was the first to attain 
the C. L. U. designation in Vermont. 
Mr. Sinclair was regarded as a young 
man of great promise. 


Dr. John §. Lankford, 77, San An- 
tonio, Tex., a past president of Texas 
Insurance Medical Directors Associa- 
tion, died. 

Douglas J. Murphey of the General 
American Life is speaking at the Direct 
Mail Advertising Association’s conven- 
tion in Cincinnati, O., this week on 
“Shadowing Customers.” 


A. W. Hogue, Texas manager for the 
Business Men’s Assurance and for sev- 
eral years vice-president in charge 0 
sales, celebrated his 20th anniversary 
with the company. 


Ray Murphy, national commander 
American Legion, said at the conclusion 
of the 18th national convention of the 
legion in Cleveland, that he was eaget 
to resume his duties as Iowa insurance 
commissioner. Mr. Murphy, whose a(- 
ministration is conceded to have been 
one of the best the legion has ever had, 
has spoken in every state in the union 
since his election at the St. Louis con- 
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turned back his monthly pay 
from the state of Iowa. 





larly 
heck 


Robe 







rt O. Owens, St. Louis resident 
ice-president for the Mutual Benefit 
eaith & Accident and the United Ben- 
ft Life, died suddenly from an acute 
f indigestion. He was 43. 







ttack 0: 


orge W. Decker, who recently 
lined the Fred M. McMiilan agency 
i the Penn Mutual Life at Los An- 














first day in the business. He is am- 
bitious to qualify for the agency conven- 
tion of the company, to be held at Hot 
Springs early next year, and has thus 
made a fine start. 


The agents in the Ben Harlan, Wash- 
ington, D. C., agency of Acacia Mutual 
invented a new occasion for a contest. 
It was the removal of Mr. Harlan’s 
tonsils. On the day that the operation 
was performed, the agents staged the 
Harlan tonsilectomy campaign with P. 
L. Rogers in charge. The objective was 
to have each agent produce at least 
one application during the week. That 
goal was achieved. The 29 men in the 
agency each produced at least one ap- 


eles, completed his training in life in- | plication. Seventeen produced two or 
surance salesmanship, started in the field | more applications. W. B. Crossan had 
nd was successful in writing four ap-| seven. The total for the branch for 
Dlications for a total of $21,800 on his | the week was $155,000. 
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NEWS OF THE COMPANIES 





loutline Federal Union Plan 





Hearing Called for Oct. 15 to Pass Upon 
' Rehabilitation Program Involving 
65 Percent Lien 





COLUMBUS, O., Oct. 1.—A hearing 
‘before the Franklin county common 
‘pleas court on the rehabilitation of Fed- 
‘eral Union Life of Cincinnati which has 
heen under supervision of the Ohio de- 
| partment a number of months has been 
set for Oct. 15. The plan has the ap- 
 proval of the department and several ac- 
' tuaries. It provides that all death claims 
'will be paid in full, within not to ex- 
"ceed 120 days. 

A 65 percent policy lien is imposed on 


' the effective date of the proposal, bear- 


' ing compound interest at 4 percent until 


Dec. 31, 1955, when, if the lien has not 
- been discharged, the interest rate will be 


the same as that of the reserve basis in 
use. 
Matured Endowments 


Matured endowments are reduced by 
a similar amount; endowments matur- 
ing in the future will receive a certificate 
of participation for the lien and inter- 
est deducted in the settlement, interest 
not to exceed 314 percent. Payments on 
endowments may be deferred 120 days. 
Annuity payments will continue subject 
to the lien until such time as the lien 
and any other indebtedness, with accu- 
mulated interest, shall equal the reserve 
under such contract, whereupon further 
annuity payments cease and a certificate 
of participation is issued, no payments 
to be made under the certificate after 
Dec. 31, 1955, or after the prior death 
of the annuitant. 

Policies carried as extended insurance 
are carried as such less the policy lien 
on the reserve, a certificate of participa- 
tion being issued entitling the holder to 
benefit from any reduction in the lien up 
to Dec. 31, 1955, or the prior death of 
the assured. 


Disability Benefits 


Disability benefits and dismemberment 
benefits under industrial policies are dis- 
continued under all policies under which 
no claim has been made and the premi- 
um reduced to that which the company 
would have charged for waiver of premi- 
um only at original age as if issued at 
the effective date of the proposal. A 
retund will he made, on demand, to the 
owner of a policy providing for disability 
benefits continued or reinstated where the 
full amount of the premium required was 
paid prior to the proposal date but which 
was not due until after that date. Dis- 
ability benefits already assumed are re- 
duced the amount of the lien, with par- 
ticipation provided in future earnings. 
Double indemnity benefits and group 
policy benefits are not affected by the 
lien and are payable in full. 

he superintendent of insurance each 
May will adjust the lien as of Dec. 31 of 
the previous year, if after providing for 


the special recerve and contingency re- | company. 





serve which will take care of the cost 
of waiving liens and preventing an in- 
crease in the lien through abnormal 
fluctuations in earnings, the net profits 
exceed 10 percent of the aggregate lien. 
‘he superintendent is authorized to add 
not to exceed 15 percent of the net 
profits annually to the contingency re- 
serve at his discretion. 

Policy loans and cash surrenders will 
not be available for five years. Obliga- 
tions assumed by the company in its 
agency contracts will not be binding ex- 
cept that the superintendent may enter 
into agreements with former agents for 
collecting premiums. The superinten- 
dent has discretionary powers in regard 
to reinsurance treaties regulating the 
ceding or acceptance of reinsurance, and 
the reinsurance of the company’s busi- 
ness. If all the policy liens have been 
discharged, borrowed money repaid, and 
a contingency reserve established, as 
provided, sufficient in amount to restore 
the capital structure and a surplus fund 
not less than 5 percent of the total ad- 
mitted assets, at the discretion of the 
superintendent, the company may be 
turned over to its stockholders. He may, 
however, mutualize the company at his 
discretion if it is desirable and permitted 
under Ohio law. 





State Capital Life Opens 
With Nine New Branches 


The newly organized State Capital 
Life of Raleigh, N. C., has opened a 
home office in that city and branches 
in nine other cities, and has started to 
issue policies. It is capitalized at $500,- 
000 and will issue all forms of standard 
ordinary and industrial policies. I. F. 
Hall is president, R. M. Hanes of Win- 
ston-Salem, N. C., chairman of the 
board; R. L. Edwards, vice-president 
and agency manager; H. F. Ledford, 
secretary, and R. C. Wade, treasurer- 
auditor. The new branches are in Dur- 
ham, Greensboro, Salisbury, Charlotte, 
Concord, Lumberton, New Bern, Roan- 
oke Rapids and Smithfield. 








Union Central Disbursements 


Only $23,564,721 in Year 


In the issue of Sept. 11, disbursements 
of the Union Central for the six months 
period ended June 30, 1936, appeared in 
error as $33,564,721, instead of $23,564,- 
721, against income of $31,618,897. 








Oppose Nebraska Action 


LINCOLN, NEB., Oct. 1—The Ne- 
braska insurance department is opposing 
in the district court at Neligh an attempt 
to secure the appointment of a Nebraska 
receiver for the defunct Pacific State 
Life of Denver. Proceedings in that 
court were begun by Edward Sorenson, 
who holds an unpaid claim against the 
John S. Logan, attorney for 





the department, has been advised that a 
10 percent dividend has been declared 
on the $3,000,000-of claims filed against 
the company representing cash sur- 
render values and death, health and ac- 
cident claims. Of this amount 33,000 
Nebraskans hold claims totaling $1,300,- 
000, and the Denver receiver is holding 
up payment of dividends until the Ne- 
braska suit is settled. The company took 
over the business of the Elkhorn Life 
& Accident some years ago, accounting 
for the large number of Nebraska claim- 
ants. 





Claims Against Federal Reserve 


Approximately 60 claims were filed 
with the United States district clerk for 
Kansas at Topeka against the defunct 
Federal Reserve Life before the time 
limit set by the federal court, Sept. 15, 
reports William R. Baker, receiver. 

Included among the claims is one 
filed with reservations on behalf of the 
Iarmers National Life for $213,054, 





based on the reinsurance agreement be- 
tween the two companies. One agree- 
ment was that stockholders of the 
Farmers National were to get $25 per 
$1,000 of business reinsurance out of 
the earnings of that business. In Dhi- 
nois the federal court has set Oct. 10 
as the last day on which Illinois credi- 
tors may file claims; Indiana, Michigan, 
Illinois and Missouri courts have not 
set a definite limit for claim filing. 





Expands Home Office Agency 


Steadily increasing business of the 
American Life of Detroit in its home 
city has necessitated expansion of its 
local agency plant, which has been 
housed on the ninth floor of the Fidel- 
ity Building, below the executive offices 
of the company. The local agency force 
will move to the former home office 
building, at Fort street west and Cass 
avenue, on Oct. 1. me 

The home office will remain in tts 
present location with newly fashioned 





CATCHING 


HOME OFFICE: 








As the captain and the crew of the old 
clipper ships made ready and cast off at the 
turn of the tide, that they might be in mid- 
stream to catch the full ebb tide, so is the 
Great Southern outbound on the crest of Re- 
covery. Well trained and staunchly "bot- 
tomed" through definite and continuous train- 
ing, and well equipped with sea-worthy cover- 
age in both participating and non-participating 
life insurance contracts, her Representatives 
face the prospect world with eager enthusiasm. 


Advancing with the Great Southwest, the 
Great Southern Life is forging steadily onward. 
For the first half of 1936 her representatives 
delivered and paid for 17% more Protection 
than during the first half of 1935. 


Our non-forfeitable renewal agent's con- 
tract offers enviable opportunities. 


GREAT SOUTHERN 


LIFE INSURANCE COMPANY 


E. P. Greenwood, President 
HOUSTON, 


THE TIDE 


TEXAS 
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offices on the 10th floor. Formal open- 
ing of the new agents’ quarters will be 
held Oct. 3. 


Results by Mail 


The Missouri Insurance Company of 
St. Louis reports gratifying results with 
the mail order department it recently 
opened. The company is issuing a com- 
bination 3-year term ordinary whole life 
policy, standard form. The policy is be- 
ing sold in the central west. 


Hercules Life in New York 


The Hercules Life of Chicago, the 
Sears, Roebuck & Co. company that 
took over the National Life, U. S. A., 
has been Kcensed in New York to trans- 
act life, health and accident. 








Life Company Notes 
The Oceidental Life of Los Angeles has 
been licensed in Ohio. 


The Northern Life of Canada has been 
licensed in Michigan. 












AMONG COMPANY MEN 





Hobbs Is Elected President 


Succeeds the Late F. P. Metzger as 
Head of American Home Life; 
Promotions Made 








W. M. Hobbs has been elected presi- 
dent of the American Home Life of 
Topeka, Kan., filling the vacancy left 
by the death recently of F. P. Metzger. 
Mr. Hobbs for three years has been 
executive vice-president and secretary, 
and before that for 13 years was sec- 
retary. He is a nephew of Commis- 
sioner Hobbs of Kansas. 

F. J. Seitz, agency supervisor, has been 
promoted to agency director. H. L. 
Burk, assistant secretary, was elevated 














Life—A One-Way Street 


There’s no turning back on the 
road through life; the sole direction 1s 


forward to the tom 


orrows. 


But man can do one thing 


he can choose the 


right one-way street. 


It 


is the life insurance 


man’s job to help a pros- 


pect in the choice. This 


d 
b 


Th 





one properly, both will 
enefit. 


e Prudential 


Jnsurance Company of America 
EDWARD D DUFFIELD, President 
Home Office - 


Newark, New Jersey 














to secretary. C. A. Sandmeyer was ap- 
pointed assistant secretary. 

The American Home recently issued 
a new rate book, and announces issu- 
ance of seven new forms, most of which 
are endowment income contracts. 
Changes in the rate book have to do 
not with any modification of rates but 
a spreading of surrender charge over a 
great number of years, thus modified 
non-forfeiture values are found in the 
new rate book. 





Gwaltney in New Post 


L. L. Gwaltney, Jr., deputy superin- 
tendent of insurance of Alabama has re- 
signed, to become executive vice-presi- 
dent and general manager of Guaranty 
Life of Troy, Ala. He had been in the 
life insurance business for 15 years 
before going with the insurance bureau 
two years ago when Frank N. Julian 
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became superintendent. Mr. Julian an-| cies. Before being connected with ¢ 
nounced his office staff had been pro- | Louis Mutual he and his father orga Mem 
moted all along the line in order to fill | ized American Covenant Life and he At its ; 
the Gwaltney vacancy. served as vice-president and manager oll cjyh of 
It is understood that George M.| agencies. He started with Missour Life of 
Thigpen, compensation clerk in the State Life before the war and after the brook, A 
state insurance department, will be-| war went with that company again x ; 
come deputy insurance superintendent | associate general agent at Springicdij/, == 
to succeed Mr. Gwaltney. Mr. Thig- | Mo. He is a past president of the Spring 
pen served as superintendent of in- field Life Underwriters Association. ] 
surance during the first term of Gov- 
ernor Graves eight years ago. Lee Cannon on Tour — 
“oe erm oe pag s cont Philac 
ontana Life, visite ay kK. Orth, San 
Woodbury Chosen Secretary Francisco general agent for the con- : 
Harry G. Woodbury has been elected | pany. Following a few days’ confer Nationa 
secretary of the Reserve Loan Life to| ence, Mr. Cannon visited agencies in Thi 
succeed the late Dr. Frank L. Truitt | southern California. After leaving Lo 
who was secretary and medical direc-} Angeles he will return to the home 
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rd O. Son ig vice-president; Rollin | at the Texas Centennial Exposition. Th 
Young, vice-president in charge of | Special events included a sales confer: will | 
agents, and Fred Boldon, auditor: | ence, luncheon, sight-seeing trips, din- Hane 
Agency problems were taken up at the | mer and dancing at the Black _— as th 
business session, the meeting closing = — performance of “Caval- we 
with a banquet attended by agents and | C@de OF 1exas. d 
‘ely wees. President A. Morgan Duke reported and 
One week previous to the meeting, the | ¢cord-breaking sales trong irgetig 2 - 
Milwaukee agency was elevated to first | C@™Palsn from July 15 to Sept. 1s, mak pi 
: tn : - | than $3,500,000 new business being writ gran 
place in production of all agencies of dpe: This was 3) ot t 
the Franklin Life. In 1932, when Mr. | t¢? throughout the state. peste Pd las 
Sneesh audi oe h asada é “fi percent increase. The company far ex last 
lig Ok over the agency, its stand-| ceeded its quota this year by writing ass¢ 
ing was 10th place. It climbed to eighth | wore than $9,000,000 in the first eight O 
place in 1933, seventh place in 1934, andeiiine are Mar 
fifth place in 1935 and on Sept 21 of rie ton, 
this year reached third place. Mr. En- i gan 
gel has been associated with the Frank- Map the Fall Campaign vice 
lin Life for a number of years, begin- Combining a luncheon, social gather- Lif 
ning as an agent in 1912. He was home ing and a business session, approx tior 
office agency supervisor prior to taking | |,3tely 60 Pilot Life agents and home of 
charge of the Milwaukee office in 1932. | foe executives made plans for record: ass 
breaking fall business in = — tua 
George Washington Meeting held at the home office at Greens | 
The George Washington Life held a President Emry C. Green presente! ai 
one day sales congtess at the home| the major address. J. M. Waddell. = 
office in Charleston, W. Va., in honor of | agency manager, welcomed the visitors ie 
General Agent W. B. Goshorn of that | from Greensboro, Winston-Salem, San 
city. His agency won the president’s | ford, Salisbury, North Carolina, “ss 
silver loving cup during the president’s | Roanoke and Danville, Virginia, agenci a 
month contest. There were 28 agents} representing western North Carolina a > 


attending the meeting. FE. C. Milair, 
vice-president, was chairman. President 
C. R. Preston, Vice-president J. E. 
O’Neill and Actuary L. G. Thompson 
gave talks. The afternoon session was 
given to personal conferences between 
President Preston and the general 
agents. There was a banquet in the 
evening. 








southwestern Virginia. «the 
The business session was held te 
auditorium with Mr. Waddell — BY 
Speakers of the afternoon following 
President Green and Agency Managet 
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ion of [pflmmrance Agency, Greensboro. 
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Canada Life Club’s Plans 

' Vancouver Island, B. C. and Mus- 
oka Lakes, Ont., will be the two lo- 
tions at which members of the Can- 
da Life Century Club will convene in 
ane next year. Members of the club 
Canada and the United States will 
ather at the Royal Muskoka Hotel for 
he eastern branches and at Qualicum 
each for western branches. 














Lincoln National Meetings 


The dates and sites of the 1937 re- 
gional conventions of the Lincoln Na- 
tional Life have been announced. They 
are: June 28-30 at the Hotel Traymore, 
Atlantic City, N. J., for eastern repre- 
sentatives; and July 7-9 at the Broad- 
moor, Colorado Springs, Col., for west- 
ern representatives. 








Memphis Agency Club Meets 
At its annual meeting, the Little Field 
Club of the Memphis agency Mutual 
Life of New York elected Cary Also- 
brook, Alamo, Tenn., president to suc- 





ceed Roy Boyd, Covington. The club 
also elected Walter L. Steagall, Jack- 
son, Tenn., secretary-treasurer to suc- 
ceed J. Paul Richie, Booneville, Miss. 


Manhattan Meeting 


Thomas E. Lovejoy, president of the 
Manhattan Life, addressed the closing 
session of the annual agency conference 
in Buffalo, N. Y. Mr. Lovejoy said the 
company’s underwriting this year shows 
a gain of 32 percent. Policy loans are 
being repaid more rapidly than at any 
time in recent history. 

Paul Fordyce, vice-president and 
agency director of the company, presided 
at the three day conference. The Louis 
Gartlir agency of New York was 
awarded the cup for the largest mid- 
summer business. Speakers included 
George Graham, executive vice-presi- 
dent; C. W. Hollinshead, R. L. Kim- 
berley, J. G. Ranni, C. R. Corcoran, Dr. 
E. L. Woodruff, G. Fuller Peters, H. 
W. Smith and J. A. Culbreath. 








Nelson Agency Conference 


The M. C. Nelson agency of the 
Equitable of New York at Des Moines, 


Ia., conducted an educational conference U 


convention at Excelsior Springs, Mo. 
W. W. Klingman, vice-president, and 


W. M. Rothaermel, central department 


superintendent of agencies, attended. 








NEWS OF LIFE 


ASSOCIATIONS 





Philadelphia Season Starts 





Nationally Known Speakers on Program 
This Month; Plan Wilkes-Barre 


Sales Congress 





The Philadelphia association will 
swing into real activity this month with 
the supervisors, managers and under- 
writer groups all having luncheon meet- 
ings scheduled. First on the list is a 
supervisors’ conference Oct. 7. S. B. 
Carrigan, Jr., of the Lodar agency, 
Provident Mutual, is chairman of the 
program committee for the season, and 


» Edward Reilly, Penn Mutual, is chairman 


Pittsburgh Golden Jubilee 


H. J. Johnson Heads Committee to 





Prepare for Celebration Dec. 7 of 
Association’s Founding 





The Pittsburgh Life 


Underwriters 
Association is preparing for a meeting 
Dec. 7 to commemorate the 50th anni- 
versary of its founding. Except for the 
Boston association, which was organ- 
ized in 1883, the Pittsburgh association 
is the oldest unit in the country. Hol- 
gar J. Johnson, general agent for the 
Penn Mutual, has been appointed gen- 


York, father of Edward A. Woods and 
Lawrence C. Woods, Sr., and grand- 
father of the present Lawrence C. 
Woods, Jr.; R. C. Oehmler of the old 
Germania, now the Guardian Life, who 
was later succeeded by his son and now 
by his grandson, R. C. Oehmler; H. D. 
W. English of the Berkshire, uncle and 
grand-uncle of Wm. M. Furey and W. 
Rankin Furey respectively, present gen- 
eral agents of the same company; James 
C. Biggert of the Penn Mutual, father 
of James C. Biggert, Jr., and L. C. Big- 
gert of the same company; W. P. Wool- 
dridge of the Mutual Life, father of 
Norman S. Wooldridge, now with the 
Equitable of the U. S.; Edward O’Neil 
of the National of Vermont, father of 
Chauncey O’Neil and grandfather of Ed- 
ward O’Neil, II, who are still with the 
same company; W. C. Lyne, with the 
National of Vermont and later with the 
Union Central, who was the father of 
Robert A. Lyne and W. B. Lyne, pres- 
ent managers of the Union Central. 
* Ok Ox 


Senator Bailey to Meet 
Ogden Mills in New York 


S. Senator Josiah W. Bailey of 
North Carolina is the official spokesman 
of the Democratic party who will ad- 
dress the New York Life Underwriters 











Association at the dinner meeting 
Oct. 8 in Hotel Pennsylvania. Ogden 
L. Mills previously was designated by 
the Republican party. 

The two will speak on, “What We 
Propose to Do for the 63,000,000 Life 
Insurance Policy Owners of the United 
States.” President R. G. Engelsman 
cautioned them to be specific in telling 
of the plans of their parties with re- 
spect to life insurance. 

* * 


Executive Makes Plea for 
Truth on Social Security 


PORTLAND, ORE., Oct. 1.—A plea 
for insurance men to protect the public 
against itself and to expose the many 
social security schemes current today 
was voiced by W. C. Schuppel, execu- 
tive vice-president Oregon Mutual Life, 
in an address before the Seattle asso- 
ciation. 

“The thousand and one social secur- 
ity schemes that are deluding the pub- 
lic today, not only are unworkable, but 
are cruel hoaxes,” he said. “We must, 
at the risk of being misunderstood, clar- 
ify the atmosphere and tell the truth 
to the insuring public. The public has 
a right to expect that of us.” 

Mr. Schuppel declared the public is 
“sold” on legal reserve life insurance. 





ing accomplishments. 


ice of Life Insurance. 


Reserve Company. 


and SAFETY FIRST.” 






An Outstanding Past 
A Splendid Future 


The Institution of Life Insurance looks back upon many outstand- 
Past years have demonstrated the soundness, the value, the Serv- 


In keeping with the best in Life Insurance, stands the record o} 
the INDIANAPOLIS LIFE INSURANCE COMPANY. a Mutual Legal 


It looks back upon thirty-one years of progress and of strict ad- 
herence to the original principles of “Furnishing Life Insurance at the 
lowest cost consistent with safety,” and “KEEPING QUALITY, SERVICE 






of the group. 


The day following the 


eral chairman of the jubilee committee. 
He is aided by 50 others in preparing to 








supervisors, the managers will hold their 
meeting. 


Main Group Meets Oct. 15 


The first meeting of the association 
will be Oct. 15, with P. F. Clark, John 
Hancock Mutual general agent, Boston, 
as the speaker. 

The Philadelphia association plans to 
take an important part in the luncheon 
and sales congress of the Pennsylvania 
Association of Life Underwriters to be 
held in Wilkes-Barre Oct. 23. The pro- 
gram has been arranged along the lines 
ot the sales congress held during the 
last several seasons by the Philadelphia 
association. 

On the Wilkes-Barre program are 
Manuel Camp, Penn Mutual Life, Bos- 
ton, who will speak on “What Price Or- 
ganized Sales Talks”; Chester O. Fisher, 
vice-president Massachusetts Mutual 
Fat who will discuss the power of ac- 
iy Irvin Bendiner, general councillor 
(the Pennsylvania and Philadelphia 
‘ssociations, and Con McCall, of the Mu- 
tual Life at Wilkes-Barre. 

* ok Ok 
lg Ind.—R. L. Colby of In- 
kao ne ee agent Franklin Life, 
lnttlieua eli at the first fall 
tile seen ing, President D. H. Hos- 
Siding. 

: 7. 2 Ss 
waees Uity— Activities were re- 
. le Best en taeeting. Walter 
ae oe iness Men’s Assurance, the 
poling “nt, discussed association ob- 

Ss. W. M. Anderson, national con- 


vention deleg: 7 
meeting. Sate, will report at the next 
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* * 
Day 
G. : a Ia—In a golf tournament 
net pM Le Won the blind bogey for low 
“*ore and Paul C. Otto was awarded 


the prize for high. 


make this a memorable event. 


REMARKABLE RECORD DURING DEPRESSION 





There will be an afternoon reception 
in the Duquesne club for out-of-town 
guests. In the evening there will be a 
banquet, limited in attendance to 900, 
in the William Penn hotel. Arrange- 
ments are being made to have three 
speakers, a leading Pittsburgh industrial- 
ist, an outstanding man in the life in- 
surance world and a nationally known 
economist. There will be special guests 
including the senior executives and 
trustees of life companies, members of 
the million dollar round table, educa- 
tors and prominent Pittsburgh men. 
Dancing will follow the banquet. The 
Pittsburgh association is inviting other 
associations throughout the country to 
join in the celebration. 


J. C. Biggert, Sr., Sole Survivor 


Of the 16 men who organized the 
Pittsburgh Life Underwriters Associa- 
tion, one is still living, he being James 
C. Biggert, Sr. 

The committee lineup for the golden 
jubilee has been announced. Erroll Rip- 
ley, Northwestern Mutual, heads the 
hotel committee; S. E. Webster, Provi- 
dent Mutual, who is president of the 
Pittsburgh association, is chairman of 
the speakers’ committee; C. B. Metheny, 
Fidelity Mutual, chairman of the enter- 
tainment committee; W. R. Furey, Berk- 
shire Life, finance committee; A. F. 
Haas, Mutual Life of New York, pub- 
licity committee; W. M. Duff, Equitable 
Life of New York, special guests and 
invitation; R. N. Waddell, Connecticut 
Mutual, ticket committee, and R. M. 
Stevenson, National of Vermont, special 
program committee. 

Among those of the 16 organizers who 
are well remembered are Dr. George 
Woods of the Equitable Life of New 








YEARS 


From December 31, 1929, to December 31, 1935 
ASSETS INCREASED 
SURPLUS INCREASED ...................4: 

and in addition, the Company paid $9,889,063 to Policyholders and 

Beneficiaries during these years. 


..86 % 


1936 


ASSETS are now the LARGEST IN COMPANY’S 
HISTO, Ciidl GXCEER. 2c. «onc wc ccc ceeees $17,800,000.00 
INSURANCE IN FORCE INCREASED................ 
from January 1, 1936, to August 31, 1936, making 
Fotel Inaurenee ith POsC@ os ok ecb ck cccces 98,031,207.00 


LOOKING AHEAD 


In keeping with the great opportunities for the business of Life 
Insurance now and in the future, the Indianapolis Life, with its com- 
plete kit of policies and sales tools, its methods of field training and 
assistance, and its constant aim of “QUALITY, Service and Safety 
First” looks forward to an ever increasing sphere of sound growth, 
USEFULNESS and SERVICE. 


INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Indianapolis, Indiana 
Edward B. Raub, President 


Agency opportunities in sections of the following states: 
Indiana, Illinois, Ohio, Texas, Iowa, Michigan 
Minnesota, North Carolina, California and Florida. 


2,274,946.00 


A. H. Kahler, Supt. of Agents 
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The public admits that life insurance 
has made good in every critical situa- 
tion and that it is fundamentally neces- 
sary. However, the work is not done, 
he said. Life insurance people must con- 
tinually strive to give better service and 
a better product for less money. 
xk ae ak 

Wichita, Kan.—At the first fall meet- 
ing new officers were installed headed 
by President Wayne Clover, Penn Mu- 
tual. Reports of the national convention 
were given and Elmer Moore, New York 
Life, program chairman, outlined ac- 
tivities for the regular meetings held the 
second and fourth Saturdays of the 
month, 

* *k * 

St. Catharines, Ont.—Vernon Hale, as- 
sociate manager of the Canada Life at 
Hamilton, Ont., at a luncheon meeting 
urged salesmen to contact younger pros- 
pects to whom could be sold a modest 
policy originally and larger contracts 
later as their earning power increased. 

* * * 


Kansas City, Mo.—George Harris, Sun 
Life of Canada agency superintendent, 
will speak at the Oct. 13 meeting. Re- 
ports on the national association con- 
vention will be given by Dallas Alder- 
man, Kansas City Life, and V. Webner 
Wiedemann, Sun Life. 

a 

San Jose, Cal.—C. T. Abells, general 
agent Pacific Mutual Life, was elected 
president at a luncheon meeting. Other 
officers elected were Ray Farris, vice- 
president; Larry Goot, financial secre- 
tary; Ruth E, Beckwith, secretary-treas- 
urer; and the following directors: M. F. 
Wagener, Harold Fate, C. L. Greenley, H. 
C. McDonald and M. Milicevich. Ralph 
Westerman, of the adult educational de- 
partment, was the guest speaker. A re- 
port was also given by Earl Smart, re- 
tiring president, on the recent meeting 
of the California state association, held 
at Del Monte. 

xe 

Los Angeles—The life insurance forum 
of the association held its regular lunch- 
eon-meeting, with Peter Thompson, group 
supervisor Equitable of New York, pre- 
siding. The guest speaker was Mrs. 
Alma LeRoy Brown, of the Equitable of 
New York, lecturer on literature and 
current affairs, as well as a successful 
life insurance producer. 

x ak: 

Indianapolis—Grant Taggart, Cowley 
Wyo., will speak at the Oct. 2 meeting. 

ae Oe 


Columbus, 0.—At the first fall meeting 
Claris Adams, new president of the Ohio 
State Life, spoke. 

* *k * 

Dubuque, Ia.—At the first fall meeting 
C. A. Connor, Davenport, Ia., spoke on 
“Property Value of Life Insurance.” 

* *k * 

Cherokee, Ia.—E.. O. Bierbaum has been 
elected president; Sherwood Bell, vice- 
president, and L. M. Miller, secretary- 
treasurer. 

* * * 

San Antonio, Tex.—A leaders’ round 
table has been organized and will meet 
once each month to discuss technical in- 
surance problems. The drive to eliminate 
part time agents from San Antonio will 
be continued. 

* * x 

Birmingham, Ala.—Insurance men are 
rapidly giving more credit to the value 
of advertising, J. R. Adams, advertising 
manager, Liberty National Life, said at 
the last meeting. “Insurance companies 
are now advertising their agents through 
the columns of local newspapers and 
they find this aids in making the agent 
more widely known and accepted in the 
community,” he said. “The smart agent 
will also take an active part in civic 
activities of his community, so that he 
can personally advertise himself and be- 
come a better citizen.” 

* * ok 

Saginaw, Mich.—C. B. McClain, Equita- 
ble of New York representative at De- 
troit, in an address at the September 
meeting, said the “master salesman” 
represents the qualities of four men, 
embodying the duties of a manager, sec- 
retary, treasurer and salesman. He told 
of prospecting methods. P. Burns 
presided, the speaker being introduced 
by H. R. Schnettler. 

* *k * 

Cincinnati—The first fall meeting will 
be held Oct. 8 at 5 o’clock. Grant Tag- 
gart, noted producer from Cowley, Wyo., 
will speak. A Dutch lunch will be 
served. The association is conducting 
a membership campaign with a goal of 
100 new members and 65 have already 
joined. 











LIFE AGENCY CHANGES 





Mura New England Mutual 
Kansas City General Agent 


E. G. Mura has been appointed Kan- 
sas City general agent for the New En- 
gland Mutual Life. He takes the place 
of C. D. Mill who is retiring. Mr. Mura 
for the last seven years has been asso- 
ciate general agent in Kansas City for 
Massachusetts Mutual Life. 

Mr. Mill founded the agency, one of 
the oldest in the city, just a little less 
than 50 years ago, when he was 27 years 
old. He has held the general agency 
ever since, aided by Earl Mill, his son, 
who will continue with the agency, look- 
ing after his own personal production. 
On Nov. 1 the agency will move from 
the New England Life buiiding, which 
it has occupied for many years, to new 
offices in the Bryant building. 

Mr. Mura is a former president of 
Kansas City Life Underwriters Associa- 
tion. 


Yeomen Mutual Appoints Two 


The Yeomen Mutual Life has ap- 
pointed W. P. Herrmann general agent 
at Omaha and T. S. Morrison as gen- 
eral agent in the St. Paul territory. Mr. 
Herrmann was formerly connected with 
an eastern company for four years in 
Nebraska and has been a leading per- 
sonal producer, writing at least a quar- 
ter million of business each year. 

Mr. Morrison will be associated with 
Lawrence Bjork, who has represented 
the Yeomen Mutual in the St. Paul ter- 
ritory for many years. Prior to his new 
appointment, Mr. Morrison was man- 
ager of the home office agency of a mid- 
western company and has an outstand- 
ing record as a personal producer. 


Means Named in California 


Merle W. Means of Santa Cruz, Cal., 
has been appointed general agent by the 
Guarantee Mutual Life for 17 north- 
eastern California counties, and has 
moved to Chico where he will work for 
several weeks prior to opening an of- 
fice in Sacramento. For the past 12 
years Mr. Means has operated his gen- 
eral insurance agency at Santa Cruz. 
He attended the Guarantee Mutual’s re- 
cent agency school at Los Angeles, and 
will now devote full time to the build- 
ing of a life general agency in the terri- 
tory adjacent to Sacramento. 


Baker with Mutual Benefit 


D. M. Baker, who formerly was asso- 
ciated with R. D. Moore, in Los An- 
geles as general agent of the Pacific 
Mutual, the latter having just become 
general agent of the Continental As- 
surance, has become connected with the 
Los Angeles agency of the Mutual 
Benefit Life, with offices in the Foreman 
building. 


McGill Succeeds Pritchard 


S. W. McGill of Fort Wayne, Ind., 
becomes manager of the Union Central’s 
Fort Wayne agency, succeeding O. D. 
Pritchard, who was transferred to In- 
dianapolis. Mr. McGill has been asso- 
ciated with the company for five years 
as district manager and assistant man- 
ager. 


Helland Visits Newark 


Archie Helland, San Antonio, Tex., 
general agent for the Connecticut Mutual 
Life, spoke to the Charles J. Zimmer- 
man agency in Newark on “The Com- 
parison of Type of Competition in Texas 
and the North.” 


O’Callaghan Advanced 


J. E. O’Callaghan has been appointed 
manager of the Memphis ordinary 
agency of the Prudential, succeeding the 
late J. E. Lippitt. Mr. O’Callaghan 
served three years as assistant manager 


of the agency which covers Arkansas, 
and west and middle Tennessee. 


Schwabe Replaces Darling 


Max Schwabe becomes general agent 
of the Northwestern National Life at 
Columbia, Mo., succeeding A. M. Dar- 
ling, who continues in a supervisory ca- 
pacity. Mr. Schwabe has been con- 
nected with the Northwestern National 
for ten years. 


Moore Made District Manager 


Howard J. Moore of Noranda, Que- 
bec, for three years a representative of 
the Great-West Life in the Rouyn-Nor- 
anda district, has been appointed dis- 
trict manager in that territory. Widely 
known in northwestern Quebec, where 
he has been a resident almost continu- 
ously for the past 15 years, Mr. Moore 
has been a successful personal producer. 


Morton State Supervisor 


W. D. Morton, who since 1921 has 
been in charge of the Sioux City, Ia., 
branch of the Mutual Benefit Life, has 
been promoted to supervisor of Colo- 
rado and Wyoming, with headquarters 
in Denver. 


Ott with Home Life 


Carl D. Ott, who has been special 
agent of the Connecticut Mutual Life in 
Rochester, N. Y., has become agency 
supervisor for the Home Life of New 
York with headquarters in the Lincoln- 
Alliance Trust Co. building in Roches- 
ter, 


Ballard Is Named 


Walter M. Ballard has been appointed 
a general agent of the Loyal Protective 
in Columbus, O. 


Harold H. Dahlquist has been ap- 
pointed associate general agent in Seat- 
tle for the National Life of Vermont. He 
has written insurance in the Pacific 
northwest for 18 years, 








CHICAGO NEWS 














INSURANCE STOCK QUOTATIONS 


H. W. McKinney of G. L. Ohrstrom & 
Co., Board of Trade Building, Chicago, 
gives the following quotations on the 
stock of life companies: 


Par Div. Bid Asked 
Aetna Life ...... 10 .60 31 32 
Bank. Nat. Life. 10 1.00 23 26 
Build. Life, Ill.. 1 es 1 3 
Central Life, Ill. 10 ay 9 
Cent. States Life 5 sats 3 
Columbian Nat..100 4.00 80 0 
Conn. Gen. Life. 10 .80 39 40% 
Cont. Assurance. 10 2.00 37 39 
Farm. & Traders.100 12.00 210 225 
Fed. Life, Chgo.. 10 “ae 8 os 
Girard Life .... 10 .40 10% 12% 
Great Nor. Life. 10 ate 4 es 
Great South. Life 10 2.50 32 35 
Life & Cas., Tenn. 2 eats 16 18 
Igdie Or VR. 5... 20 3.00 75 85 
Lincoln National. 10 1.20 27 28 
Natl. Life & Ac. 10 1.60 65 75 
New World ..... 10 -40 6% 7% 
Northw. National 5 ators 15% 17 
North Amer. .... 2 ais 2% 3% 
Ohio National ... 10 1.00 22 25 
Ohio State Life..100 10.00 225 ae 
Old Line Life.... 10 .60 17 18 
Pacific Mutual... 1 ans 4% 5% 
Peoples Life, Inc. 10 .60 16 i 
Philadelphia Life 10 Fee 314 4% 
Prov. téfe, N. D. 10 -80 12 as 
Rockford Life... 10 eS 4 8 
Sun Life, Can...100 rae 450 475 
TTAVEICrS 2.060% 100 16.00 525 535 
Union Central 20 1.20 35 45 
Wisconsin Natl.. 10 Mal 16 18 

* 


* 
ROY MADDIGAN TAKEN BY DEATH 


Roy J. Maddigan, sales manager of the 
F. H. Haviland agency Connecticut 
General Life, One North La Salle street, 
Chicago, died following an operation for 
acute appendicitis. He was a former 
bond salesman connected with the 
American Bonding & Mortgage Co. of 
Chicago and elsewhere and went with 
the Haviland agency five years ago, first 
as an agent, then after six months being 
appointed assistant manager. Earlier 





this year he was elevated to sales man- 














ager. Mr. Maddigan was presiden; Jim, the eve! 
the Chicago Alumni Club of the Un ndent of 
versity of Chicago, past president Ck orning, @ 
cago Alumni Association of Phij Kay bles analy’ 






Psi and was an athlete at Engleyoulpce oficial 
high school and the University of ¢ 
cago. He was active in the Life Agen, 


Supervisors Association in that city ° 
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CLOUD GOES WITH MARC Lay _ 

J. H. Cloud, manager of the life 4, New P 
partment of Joyce & Co. in Chicago, hj Policy, 
resigned, going with the Marc A, La Digest 
general agency of the National Life (i PRICI 


Vermont as an agent. Joyce & Co, hy 
not announced a successor to Mr. Cloy 
















atimadiineds iden 
Cites Factors Necessary in — 
Writing Noncan A. &H. Cove pany @ 
% 
(CONTINUED FROM PAGE 3) 

structure, that upon the competence ani fm In ann 
sincerity which he displays rests th fm Occidenté 
ability of the company to offer non-cap. does $% , 
cellable accident and health insurance. (of both 1 
“To these three groups of individuals terest 4! 
as well as to the entire institution oj J necessary 
insurance, we have a solemn obligation interest 
which means that we must place abso. erates she 
lute safety and soundness above rapid J whereas 
growth, quick profits, or any other cop. MM necessary 
sideration. Experience shows. tha fthat Occ 
safety requires selection. It is not nec. MM ages 30 
essary to fail in business in order to be some cas 
aware of the factors which cause fail. ™are som 
ure. The experience of other companie: J creases 
which have failed or been forced to MM fifteen P 
withdraw certain types of coverage, or Min the t 
withdraw from certain territories, is 2 J dowmen 
guide post to us pointing out the direc. JB are rous 
tion in which safety of operation lies. largest | 
“Our goal is: High type coverage, & the case 
non-technical claim payments, liberal at ages : 
rewards to agents and company strength —m at matu 
and stability.” oo 
Gives Unprofitable Classifications ae 
Mr. Young said there are several % mium rf 
types of prospects which the company J sow no 

cannot profitably insure, one being the 

so-called industrial risk which has as its 
characteristics untrained, unskilled man- Waiv 
ual laborers, low wages and uncertain J are alte 
employment, unfavorable living condi- J iy gene 
tions, ignorance of rules of self-care, ig- ability 
norance of business methods and prac- percent 
tices. This type is bound to make in- plans 
accuracies in the application, to havea dining 
very high lapse ratio, to have inade- Dout 
quate medical attention in case of disa- Prog 
bility, to have difficulty in understand- pond 
ing claim payments and to have no ree 
good-will value for future business. é wa 
Another type easily recognized but 33.50 1 
more difficult to avoid is the speculative raves 
buyer who has the wrong attitude paying 
toward accident and health protection. pe 


This type has the investment attitude elie | 
toward disability coverage, figuring that 
every dollar paid out in premiums 
should bring return with interest and 
profit. The fur business, real estate 
and theatrical profession outstandingly, 
Mr. Young said, find it convenient at 
certain times of the year to undertake 
modest vacations at company expense. 


Observe 35th Anniversary PO 

The Washington convention cele- nine 
brated the 35th anniversary of the Mon- icy hi 
arch Life. General agents attending the f 
presented to President Young an in- cy 0 
scribed gold watch and pen knife, and the 
bouquets of flowers to Mrs. Young, and paid 
Mrs. Frank Vanderbrook and Miss to th 
Eleanor Young, daughters of Mr. and  Partn 
Mrs. Young. C. E. Mathaurs, general here 
agent at Boston, made the presentation. the 
The first morning was given over to a 
a welcome address by J. W. Blunt, vice- Re 


president and agency manager, and dis- ry 


cussion of current problems by Presi- po 
dent Young. In the afternoon agents in th 
completed questionaires designed to deat 
analyze factors bearing upon success- foun 
ful selling. ing 

The second day was devoted to sight- with 





seeing tours of public buildings in 
Washington and Alexandria and a trip 
to Mount Vernon with return by boat. 

A general agents’ meeting was held 
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easel 
sia he evening. F, L. Merritt, superin- | tion 20 qualifying agents and four mem- 
of the ; d bot of agencies, presided the third | bers of the agency department sailed 
esident cr ning announcing some results of a| from Baltimore to Norfolk, Va., for a 
Phi koe “ analysis. There were 12 home of-| three-day recreation at Virginia Beach, 
rad me a fficials present. After the conven-' with informal sales meetings. 

sity of Cy. aa 
wife Agen 
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NEWS ABOUT 





LIFE POLICIES 










PNICE, $5.00 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Policy Literature, Rate Books, etc. Supplementing the ‘Unique Manual- 
est” and “Little Gem,” Published Annually in May and March respectively. 





& 0, has 
Mr. Cloyg 
‘Bi cidental Rates Increased 
































hee harge Is Higher in California Com- 
1, Cover pany at Younger Ages and Some- 
what Lower at Older 
‘E 3) 
‘tence anf In announcing its rate increase, the 
rests thee Occidental of California states that it 
Non-cap. does $0, “only after a very careful study 
surance. eof both its experience and of present in- 
dividuals [terest and mortality trends. It was 
tution oj Menecessary to take into account decreased 
>bligation interest rates. It was found that some 
Ace abso. MM rates should be increased considerably, 
ve rapid Mewhereas others were already high as 
ther con. Menecessary. It was found particularly 
WS that fethat Occidental rates were too low at 
Not nec. Mages 30 to 45. At ages 60, 65, and in 
ler to be MB some cases as low as 55, the new rates 
use fai. Meare somewhat lower. The largest in- 
yMpanies ME creases in rates occur in the ten and 
rced to Me fifteen payment endowment at 85 and 
rage, or [min the ten, fifteen and twenty year en- 
ies, isa Mm dowments. The new endowment rates 
e direc. Bare roughly the same as those of the 
n lies, largest non-participating companies. In 
overage, MM the case of the endowment life incomes 
liberal MB atages 50, 55, 60 and 65, the cash values 
trength Jat maturity are practically the same as 
previously.” 
Sai Surrender values are unchanged ex- 
cept for a very few forms. Single pre- 
several J mium rates are unchanged but all are 
mpany HF now non-participating. 
teed "i Waiver of Premium 
1 man- Waiver of premium disability rates 
certain I are altered slightly in a few cases but 
condi- I in general are unchanged. Income dis- 
Te, 18° ® ability premiums are increased about 20 
Aso percent on life plans. For endowment 
have plans the rider has been changed to 
inade- (@ ‘lminate any income after maturity. 
: dies. Double indemnity premiums are now 
stand. fe ‘te same for all Policies since coverage 
ve no Mm ce2ses when a limited payment policy 
+ becomes paid-up. Three classifications 
1 but Me tisks are charged $1.50, $2.50 and 
lative [| 0 respectively, dependingg upon the 
‘tude "ard. The new clause covers fare- 
ction. paying passenger aviation. 
tude Annuity rates are increased to the 
y that table in use by the majority of large 
hems companies. Retirement annuities have 
and i ‘Perienced a like increase or expressed 
state § 
's'’ B |Company Pays Claim on 
= Policy Lapsed 39 Years 
PORTLAND, ORE., Oct. 1.—Thirty- 
-ele- tine years after payments on a life pol- 
[on- ity had lapsed and despite the fact that 
ling the family knew nothing about the pol- 
in- # ‘ty or that one had ever been issued, 
and the paid-up value plus dividends was 
and paid by the National Life of Vermont 
fiss to the deceased’s estate in the trust de- 
and partment of the First National Bank 
eral here. The policyholder, who secured 
ion. the contract over 40 years ago, died 
to several months ago. The policy had 
ce- $161 paid-up value. 
lis- Recently, F. W. Paris, an agent of the 
ssi- National Life of Vermont, tried to lo- 
nts cate the man who had taken the policy 
to in the east and later moved here. The 
55- death was reported. A daughter was 
found and questioned. She knew noth- 
‘< ing of a policy. He informed her that 
a with accrued - dividends, the paid-up 





value was. $161, and after proof of death 
was furnished the home office, the full 
amount was paid. 
















as income, they provide a lower income 
per $100 annual premium. 

Among the new policies is a modified 
life with a low rate during the first five 
years which doubles at the end of that 
time. Cash values are available after 
the third year for ages above 32. 

Below are given the new rates for 


three forms: 
Modi- 

20 Pay fied 
End. 85 ife 
oer $13.18 $20.66 «<eae 
0 22.56 ne 


Interest Rate Reduced 


Equitable Life of New York an- 
nounces that after Oct. 1 the interest 
rate applicable to prepaid premiums will 
be reduced to 2 percent a year with no 
provision for excess interest dividend. 
Policyholders may still discount pre- 
miums for five years in advance. The 
new scale will not apply to arrange- 
ments already made guaranteeing a dif- 
ferent interest allowance for a certain 
few salary savings transactions to which 
the company is already committed. 





Special Burial Feature 


Liberty National Life of Birmingham 
is offering a new policy which in addi- 
tion to covering funeral expenses for 
the assured carries a cash sum to the 
beneficiary. If for any reason the 
funeral service is not provided (removal 
out of the city, etc.) a larger cash settle- 
ment is provided. Rates are slightly 
higher than for the ordinary funeral 
policy. 





Poindexter Agency in Rally 

M. H. Poindexter of Wichita, Kan- 
sas general agent Mutual Benefit Life, 
held an educational meeting in Wichita. 
A. J. Riley, underwriting executive of 
the home office, spoke. All district 
agents attended, a dinner being held. 





W. E. Watson, associate general agent 
John Hancock Mutual Life, Des Moines, 
has been _ appointed director of the 20th 
annual Red _ Cross roll call in Polk 
county, Ia. He has many times served 
as a team captain or worker in roll calls 
for the Red Cross. 








Keeping Pace With 
American Progress 


Fey Great-West Life has been operating 

for thirty years in North Dakota, sixteen 
years in Michigan and Minnesota, thirteen 
years in Illinois and five years in Washington. 
In this brief period United States Business 
In Force has grown to over $95,000,000. 
Production is steadily increasing and is par- 
alleled by a constant expansion of Branch and 
Field service in these five States. Surveying 
its operations on both sides of the Interna- 
tional Boundary, this Company is proud of its 
American progress. 


THE 


GREAT-WEST LIFE 


ASSURANCE COMPANY 
Head Office—Winnipeg, Canada 


Established 1891—Business In Force Over $570,000,000 



































OUTSTANDING 
RELIABILITY 


The Institution of Life Insurance was founded 
on the principle that theirs is the administration 
of a public trust—that funds entrusted to them 
must be held inviolate. 


The Friendly Company is known throughout 
life insurance circles as a company of out- 
standing reliability—a company builded to ad- 
minister faithfully the money entrusted to her 
care — a company whose reserves prove her 
stability. Her record has eamed the confi- 
dence of the insuring public. 


Are you interested in a life insurance connec- 
tion? Then you will find it pays to be friendly 
with the 


PEOPLES LIFE INSURANCE CO. 


“The F. riendly Company” 











FRANKFORT 
Hl 


INDIANA 
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THE NATIONAL 


UNDERWRITER 
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All Hands Endorse 
Carpenter Filing 


(CONTINUED FROM PAGE 1) 


removed and allowed to run until re- 
serves are made whole. 

In addition, 10 percent of the profits 
of the old participating policies has been 
allocated to assist to rebuild the non- 
can reserves. An amount equal to 10 
percent of the net profits before divi- 
dends on all policies of the old company 
earned subsequent to July 22, 1936, shall 
be available for the general corporate 
purposes of the new company. Direc- 
tors of the new company from time to 
time, with the approval of the commis- 
sioner, shall transfer from the funds of 
the new company available for the gen- 
eral corporate purposes to a_ special 
fund for the restoration of benefits under 
non-can policies, such amounts as the 
directors shall decide to be not required 
for the operations of the new company. 
This special fund shall be used to pay 
additional disability benefits to holders 
of non-can policies 

In connection with the old plan, the 
company was to be mutualized as soon 
as legally possible. In the new plan, at 
any time between Jan. 1, 1947, and Jan. 








1, 1948, and thereafter so long as the 
conservator or liquidator of the old com- 
pany continues to hold any of the stock, 
25 percent of the holders of participating 
policies may request the new company 
to create a committee to act for mutual- 
ization. That committee shall designate 
a price determination committee and if 
this committee decides that the com- 
pany can be mutualized, they shall fix a 
price for the stock and a plan of pay- 
ment. There is also provision for al- 
ternative proposals of mutualization if 
alternative plans are found to be desir- 
able. Under certain conditions stock 
of the company may be distributed to 
old stockholders or may be sold to 
others. Lapsed policies may be rein- 
stated for 75 days following court ap- 
proval of the new plan instead of 60 
days as originally provided. The mora- 
torium on cash policy loans and cash 
surrender values, except to pay pre- 
miums, extends for 60 days after the 
plan has been approved. Assets apply- 
ing to each class of business must be 
separately allocated for the sole benefit 
of that class. In other words, three 
separate departments are provided, a 
non-participating life department, par- 
ticipating life department and accident 
and health department, including non- 
can. Unless formal dissent from the plan 
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CALIFORNIA 


Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 


CONSULTING ACTUARIES 
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Consulting Actuary 
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i Consulting Actuary 
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10 S. La Salle St., Chicago 
Telephone Franklin 4020 




















Established 1865 by David Parks Fackier 
FACKLER and BREIBY 
Consulting Actuaries 


Edward B. Fackler William Brethy 
8 WEST #TH STREET NEW YORK 

















PENNSYLVANIA 


FRANK M. SPEAKMAN | 
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is filed within 75 days following court 
approval, assent will be assumed. The 
new company’s new business in its par- 
ticipating department must not exceed 
its new business in the on-par depart- 
inent. 

The new plan has been officially en- 
dorsed by J. M. Gantz, Pacific Mutual 
general agent at Cincinnati, in behalf of 
the general agents of the company, and 
by Commissioner E. A. Smith, Jr., of 
Utah, representing the insurance com- 
missioners. 

At the suggestion of Judge Willis, 
counsel representing all factions had 
been meeting in daily sessions to reach 
a decision. The chairman of those 
meetings has been Paul Overton. 

George I. Cochran, chairman of the 
board of the old Pacific Mutual and its 
former president, announced that he 
would give assistance, “with the ob- 
jective always in view for a better and 
more useful Pacific Mutual company.” 

President A. N. Kemp gave his whole 
hearted endorsement of the plan as well 
as others that had been interested. 


YETKA STUDIES SITUATION 


ST. PAUL, Oct. 1—Whether finan- 
cial statements filed in Minnesota by 
the Old Pacific Mutual Life are the 
basis for criminal action is a question 
being studied by Commissioner Yetka 
of Minnesota. He said he is consider- 
ing the possibilities of seeking indict- 
ments against officials of the old com- 
pany for alleged fraudulent reports filed 
in this state. 





State Mutual Top Agency 
Head Will Go Back to Field 


(CONTINUED FROM PAGE 4) 


Mr. Pennell’s record is an outstanding 
one, both as a personal producer and an 
agency head. He started selling in 
March; 1919, with the former L. A. Cerf 
agency of the Mutual Benefit Life in 
New York City. He had been for some 
months Mr. Cerf’s personal assistant. 
He made a record of 12 years of con- 
secutive weekly production. 

After several years as an independent 
agent with his own office, Mr. Pennell 
became general agent for the State Mu- 
tual at the beginning of 1928. During 
that year he boosted his agency’s pro- 
duction from the 192% mark of $2,200,000 
to $5,750,000. He also paid for a total 
personal production of $3,100,000 in all 
companies, of which $1,377,000 was in 
the State Mutual, a record of annual 
production which has never been equaled 
in that company. During the following 
year, 1929, he ran the agency’s produc- 
tion up to $7,300,000. Since he first be- 
gan selling in 1919 Mr. Pennell’s per- 
sonal production has averaged better 
than $900,000 a year, although during 
half of that period he has been running 
an agency. 

Mr. Pennell got his first contact with 
the insurance business through THE 
NATIONAL UNDERWRITER, having joined 
the company at Cincinnati in 1913. He 
was graduated from the University of 
Michigan in 1912 and after taking a year 
of post-graduate work worked for some 
months on the Bradford (Pa.) “Era.” 
Not long after going with THE NATIONAL 
UNDERWRITER, he went east as its New 
York representative in charge of both 
editorial and business fields. He resigned 
in 1916 to become manager of the lit- 
erary bureau of the Mutual Life of New 
York, succeeding the late J. A. Jackson. 

Mr. Pennell carried his “nose for 
news” into the life insurance business 
and has often made addresses on the 
similarity between a good reporter’s 
news instinct and a good life insurance 
agent’s “nose for prospects.” 





Sill Honored by Church 


Sterling W. Sill, Salt Lake City, 
agency director of the intermountain 
branch of the New York Life, has been 
named bishop of the Mormon church's 
newly-organized Gilmer Park Ward in 
Salt Lake City. He will continue his 
insurance work as heretofore. 
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Rockwell Is Los Angeles Speake) &", ‘ia 











Dr. Chas. J. Rockwell, Universit 
Southern California, discussed “) 
Place of Education in the Training , 
Agents” before the Life Insurance \{,, 
agers’ Association of Los Angeles, 2B) 
outlined the general value of knowleg H 
of life insurance with reference partic: 
larly to the university’s C. L. U. cours 
of instruction. ; 





Reports on School 
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The Wichita Managers & Genejf: 
Agents’ Association held a special me 
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ing to hear a report of President J, 1B 
Reinhart on the Sales Research Bur 
School which he attended. The regy 
meetings, held the first Monday of ea, 
month, are built around discussions 9 
the book “Slants on Supervision,” 9 
chapter being taken up at each meeting 
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Consider Detroit Plans 









DETROIT, Oct. 1.—Officers and 
rectors of the Associated Life Gener 
Agents & Managers gathered Sept. w# 
to lay plans for the year’s activities, 


Woods Elected at New Orleans 




















The Shreveport, La., Life Manages 


Association elected the following of 
cers: W. F. Woods, Prudential, pres: 
dent; E. A. Labry, Metropolitan, vice 
president; W. W. Teekell, Lincoln Nz 
tional Life, secretary-treasurer. The 
association plans to have a_ banquet it 
January, honoring the leading agent ¢ 
each company. 



































Mutual Benefit Life’s Ohio 
Field Is Now Being Divided 


(CONTINUED FROM PAGE 2) 


a record there. Some years after he hai 
moved away he checked back to fin 
that more than $2,000,000 of his bus: 
ness was still in force. In 1924 he went 
to Columbus to take up organization 
work and has built up in the ensuing 
years a fine unit. In 1935 he extended 
his efforts to the state field as an assist 
ant to Mr. Drewry in addition to his 
work in Columbus. 
Mr. Preston has had a background ¢i 
experience which equips him for orgar- 
ization work. After his graduation from 
Missouri University he enlisted in the 
Navy soon after America entered the 
war. Through competitive examinations 
at Washington he received a commission 
as ensign in the supply corps. He was 
sent to Akron as cost inspector on all 
dirigible and observation balloons at the 
rubber factories. In 1918 he transferred 
to sea duty and was stationed on_vess¢ls 
doing convoy work. After the armistice he 
went to north Russia as supply officer for 
a fleet of nine ships that operated in the 
Arctic Ocean around the Murmansk 
coast and White Sea district. It was his 
duty to finance the expedition evel 
though the U. S. government did not 
recognize the Russian ruble at that time 
and there was no rate of exchange be 
tween the two countries. : 
He returned to Akron as_ assistant 
treasurer of the Portage Rubber Cont 





pany. 

In 1929 when he found his work at @ 
standstill he was amazed to learn that 0! 
all his investments only his life insurance 
had a value he could count on. The 
rest of that story is that he entered the 
business with J. S. Drewry & Co. : 
Akron where he has been since 1931. 
year ago Mr. Drewry appointed him to 
the staff of the Ohio agency, in charge 
of the Akron unit. 





Herbert E. Crouch of Crou + oth. 
Buffalo general agents for the North 
western Mutual Life. has bee 
a director of the Y. M. C. A. in 
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| ohn Hancock General 
Agents in Annual Meet 


















(CONTINUED FROM PAGE 1) 


“Gty to open a new agency there for 
F] in Hancock. He was called back a 
Near later to take over the W illiam N. 
“Gompto agency in New York City. The 
hat time had only one full 
@me agent and Mr. Gardiner built it to 
hat it is today—one of the leading 
phn Hancock general agencies. 

© Careful selection of risks is a primary 
ssential to the successful conduct of a 
fe insurance organization,” said Mr. 
‘ason. “The underwriting sense should 
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» developed to the point where the less 
- Genesffeangible elements which enter into the 
* . Tele eceptance or rejection of a risk become 
lal mei pparent. There are often psychological 
re Ja nd moral reasons why a person who is 
“h Bure hysically passable and financially re- 
he reguiie -ncible may yet be a poor risk for life 
a * cach surance. . 

‘ssions (| “The protection of the policyholder 
100, on Gnd the soundness of his investment are 


| meetin: Bfargely dependent on the vigilance of the 
“yeency forces. It isa responsibility which 
every good underwriter recognizes and 
ccepts.” : 

Plans for an extension of the advertis- 
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ing activities of John Hancock during 
1937 were announced by President Cox. 

Mr. Diman, under whose direction the 
advertising plans were formulated, out- 
lined the details. There will be larger 
space insertions to be concentrated in 
publications of large national circulation. 

John Hancock was one of the first 
companies to institute a national adver- 
tising campaign more than a decade ago. 
Its policy was to take small space in a 
number of publications, so that its mes- 
sage would have the widest distribution. 
During recent years, a greater concen- 
tration has taken place and the company 
has used illustration and selling copy in 
slightly increased space with good effect. 
The use of larger space during 1937 will 
combine the force of dramatic illustration 
with copy which tells the life insurance 
story. 


Cc. L. U. Unit Is Formed 


At a special breakfast meeting of 
C. L. U. members, which closed the con- 
vention, an organization of John Han- 
cock C. L. U. members was formed, with 
Ray Flint of St. Louis named president, 
Harold Dougher of Los Angeles, treas- 
urer, and J. Mitchell Owens of Balti- 
more, editor. 

The meeting was an informal one, 
called by Mr. Gardiner and Mr. Clark. 
Members pledged themselves to bring 
into the business promising young men 
toward whom they could act as “big 
brothers” in the sense of helping them 
to qualify for the C. L. U. degree and 
to stimulate all present holders of the 
degree to maintain sufficient production 
to qualify for the convention every year. 


Interest in Individual 


“The life insurance business is unique 
in that it permits one to live while mak- 
ing a living,” sad Mr. Wood. So many 
jobs are so boring that one is forced to 
work from eight to 10 hours a day mak- 
ing enough money to live the rest of the 
time.” The underlying theme of the 
convention from the home office point of 
view, as expressed by Mr. Wood, is in- 
terest in the individual. “When a com- 
pany’s individual agents are successful,” 
he said, “so is the general agent and the 
company. Much of our thinking, plans 
and activities will be with the thought in 
mind of benefiting directly or indirectly 
the individual agent.” 

The agent who interviews his pros- 
pects without a plan is like the football 
coach who schedules games and then 
forgets to train the team, said Oscar E. 
Carlin of Columbus. On the other hand, 
the man who trains himself intensely in 
the fundamentals of life insurance and 
forgets to prospect and schedule appoint- 
ments is in the position of the football 
coach who whips his team into perfect 
condition and finds he has forgotten to 
schedule any games. 


Getting Tips from Competitors 


“There is no one more interested in the 
amount of business you do nor more crit- 
ical of you as an individual, than your 
competitor,” said Nathan Metzger of Nor- 
folk. Mr. Metzger said that this is true 
of people in all lines of business; they 
are continually “shopping” their com- 
petitors. Therefore one of the best 
sources of prospect information is the 
business man with many competitors. 

“For example,” he continued, “you 
have a policyholder who runs a small 
men’s clothing store. Prepare a list of 
perhaps a half dozen names of people 
in a similar type of business and say to 
this policyholder: You know, Mr. Jones, 
you have been a policyholder of my com- 
pany for some time. We have always 
given you good service and we hope that 
you are well satisfied. I am wondering 
if you would like to help me to the ex- 
tent of giving me a little confidential in- 
formation. I have here a list of six 
names of people that I am sure you 
know. I would like you to give me what 
information you can about them. 

“You would be surprised at the results. 
I have never yet had a policyholder re- 
fuse this simple request and I have al- 
ways been able to get enough informa- 
tion about my prospect, as to financial, 
physical, domestic and moral points to 





classify him definitely as to whether he 
is a prospect or not.” ; ; 

Make a chart of your community, is 
the prospecting advice of Robert E. Page 
of Seattle. “No doubt all of you,” said 
Mr. Page, “have seen charts of various 
corporations in which a parent company 
is at the head and then lines are drawn 
to all companies that generate from it. 
Draw a plan like this for your commu- 
nity. List the main sources of income 
and then follow this income on down. 
What type of business in your commu- 
nity is making money? I don’t care how 
bad the depression was or how hard up 
your community was, there was some 
types of business that prospered. There 
are companies that grew more from 
1930 to 1936 than they did from 1926 
to 1929. Find out who is buying new 
cars, who is building new homes. Per- 
haps these individuals have spent their 
money for luxuries, but how about their 
associates and the people who have a like 
business or a similar job? They must 
be making money, too.” 

“Most insurance underwriters’ or 
agents do too much physical work,” is 
the opinion of Harry N. Balch of New 
York. “I do as little ‘footwork’ as pos- 
sible.” he stated, “but find that continued 
‘headwork’ is absolutely necessary. You 
will find the man who does the big 
things is the one who apparently uses 
very little effort. Plenty of effort is used 
and is most necessary, but it must be 
concealed and controlled.” 


Woman Speaker Heard 


Mrs Mahala C. Russell of Boston, the 
only woman speaker, reminded the 
agents that “We are not paid for con- 
vincing people that life insurance is a 
good thing or even for making them 
want it, but we are paid for inducing 
them to take it.” 

“In connection with your work,” said 
Mrs. Russell, “we hear so much about 
time control, but way back of that is the 
development of thought control. The 
one force or quality that counts for more 
than all others in getting business is per- 
sonality in its sense of making people 
want to do business with you. 

“They have gotten the picture. Long 
association with and intense study of the 
almost unbelievable possibilities of the 
institution have convinced them it is 
the ideal way of facing the future.” 

To the man who says, “I don’t under- 
stand insurance very well, it is so com- 
plicated,’ Mr. Seuser replies, “No, it is 
simple—the most simple and _ practical 
thing you do. You merely save money 
with us. We put the law of averages to 
work. We use the magic of compound 
interest which we studied in the eighth 
grade but have not been able to find in 
business. We take care of you and yours 
if emergency faces you. Live or die, 
you win, it is simplicity itself for you.” 

“The One Hundred Percent Approach” 
was shown in an interesting playlet in 
which Harold W. Dougher and John 
Harold White of Los Angeles took the 
parts of prospect and agent. 


Bean Eases Activities 


ST. PAUL, MINN., Oct. 1.— The 
Minnesota insurance department be- 
lieves it has succeeded in stamping out 
the activities of the M. E. Bean group 
of companies as far as Minnesota is 
concerned. While the several Bean com- 
panies continue to maintain headquar- 
ters in Minneapolis, Frank Holahan, 
who has been handling most of the legal 
cases involving Bean for the insurance 
department, said that the Minneapolis 
concern appears to have quit writing 
business in Minnesota as the result of 
numerous actions brought against Bean. 
Complaints from outside the state also 
are less numerous than they were some 
months ago, he said. 





J. T. Eubanks Supervisor 
J. T. Eubanks has become state su- 
pervisor of agencies in Arkansas for the 
Public National Life of Little Rock, with 
headquarters in Little Rock. He has 
had 15 years’ experience in the busi- 
ness in Arkansas. 


QUALIFICATIONS 





@ FIRST 10 

among the first ten largest Acci- 
dent and Health producers in | 
U.S.A. 


@49 YEARS OF EXPERIENCE 
IN THE BUSINESS 


@ FINANCIAL STRENGTH 
AND REPUTATION AS 
GOOD AS THE BEST. 


@ POLICYHOLDER'S SURPLUS | 
OVER TWO MILLION DOL. ' 
LARS. 


@ TRULY A PIONEER COM. | 
PANY IN THE FOLLOWING 
LINES: 


—Group Accident and Health 
—Commercial Accident and 


Health 

—Monthly Premium Accident 
and Health 

—Railroad Installment Accident 
and Health 

—Also designer and builder of 
special coverage to fill special 
needs 

—And in addition non-partici- 
pating life 


TERRITORY 


Operating from coast to coast 
with territory still available for 
agents who are qualified to prop- 
erly represent a Company with 
such qualifications. 
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OUR SUCCESS 
IN 
ATTRACTING 
AND 
HOLDING AGENTS 


This strong, progressive Company 
Helps the Man Who Sells 


Agencies Available 


Oipp@lire 
/nsutance Company ofAmerica 


MILWAUKEE, WISCONSIN 


ACCIDENT 















































LIFE HEALTH 























UR LEADERS 


Ss 





Low Cost Preferred Risk 


Ordinary Life—Family Income—Adjustment 
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Retirement Income Endowments 
Income @ 55; 60, 65 or 70 
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. Juvenile Education Endowments 


4. Attractive General Agent’s Contract 
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Philadelphia Life Insurance Company 
111 North Broad Street 
Philadelphia, Pa. 

















Get Organized 


With the Standardized 


DALLWIG °::z..:" RECORD 


For over 10 years 
the standard Policy Register for life underwriters! 
No complicated bookkeeping. Just a quick, simple, 
common sense method of bringing before you at a 
glance all the facts relating to your business. 










P. G. DALLWIG, Inc., No. 1 La Salle St., Chicago, IIL. 
Please send sample sheet and pamphlet describing the DALLWIG RECORD. 
Complete with 75 Record 
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Reliance Names Burnett 
as Head of Agency Work 


(CONTINUED FROM PAGE 1) 


the company in 1918 as manager of the 
Alabama department with headquarters 
in Birmingham and built that agency 
for five years before he was called to 
Pittsburgh. 

He was born on a farm near Mt. 
Juliet, Tenn., in 1884, and graduated 
from the law school of Cumberland Uni- 
versity in Tennessee, of which he now 
is one of the trustees. 


Started at Age 15 


In 1934, Mr. Burnett was elected 
president of the Pittsburgh Life Under- 
writers Association. Under his admin- 
istration, the Pittsburgh association be- 
came the second largest in the country. 
It was awarded the Charles Jerome Ed- 
wards trophy as the most active asso- 
ciation in the United States. In the 
same year, the western Pennsylvania 
department of Reliance Life won the 
trophy of the Pittsburgh association as 
the agency having the best showing for 
the year in membership, attendance and 
participation. Mr. Burnett also has 
been active on committees of the Na- 
tional Association of Life Underwriters. 

In addition to his life insurance in- 
terests, Mr. Burnett is active in the 
community life of Pittsburgh. 

Mr. Johns grew up with Reliance 
Life. He started with the company at 
the age of 15 working after school 
hours and during summer vacations in 
the actuarial department under the di- 
rection of Actuary Jay N. Jamison, 
now executive vice-president. After at- 
tending the University of Pittsburgh 
and finishing a course at the law school 
of Duquesne University he began his 
career in agency work with Reliance in 
1918. Late in 1924 he became the first 
agency organizer of the western Penn- 
sylvania department under H. T. Bur- 
nett, who then was manager. In 19235, 
Mr. Johns was named manager of the 
Oregon department with headquarters 
in Portland and in 1926 was appointed 
manager of the northern California de- 
partment with headquarters in San 
Francisco. He returned to Pittsburgh 
in 1935 as assistant superintendent of 
agencies. 

While in San Francisco, Mr. Johns 
held various offices in the San Francisco 
Life Underwriters Association and was 
a director of the California association. 

Mr. Adams, a native of Georgia, con- 
tracted with Reliance Life as a general 
agent in Knoxville, early in 1918, and in 
August of that year was transferred to 
Memphis as manager of the Tri-State 
department. In 1920, he was placed in 
charge of the Ohio department and 
built it into one of the largest produc- 
ing units in the organization. In 1928, 
the health of his family required a 
change of climate and Mr. Adams went 
to Los Angeles as manager of the 
southern California department, where 
he remained until his recent appoint- 
ment as superintendent of agencies. 


Native of Alabama 


Mr. Lamar is a native of Alabama 
and graduated from the Alabama Poly- 
technic Institute at Auburn in 1921. He 
taught school for a year and then en- 
tered the life insurance business with 
Reliance as an agent in Auburn in 1922. 
He was appointed manager of the Flor- 
ida department, with headquarters in 
Jacksonville, in 1925. Three years later, 
Georgia was added to his territory. He 
was brought into the life insurance busi- 
ness by H. T. Burnett, who in 1922 was 
manager of the Alabama department, 
and has made an outstanding record as 
an organization man, placing his depart- 
ment among the production leaders. 

Mr. Weidner started in the business 
in Pittsburgh in 1922 and had expe- 
rience as a salesman and agency super- 
visor. He contracted with Reliance 
Life as a general agent in 1929 and paid 
for more than $500,000 of life insurance 
the first year. He was made field man- 
age of western Pennsylvania in 1932, in 











Named Agency Manager 
of the Reliance |i, 

























| 















H. T. BURNETT 


H. T. Burnett, who becomes vie 
president and manager of agencies ¢ 
Reliance Life, for the past 13 years hy 
been manager of the Pittsburgh hom 
office agency. 








charge of the district outside of Alt 
gheny county, and two years later be 
came assistant manager. 

Mr. Hangartner, known as “Hant’ 
to football fans who saw him star 
the team of the University of Pitts 
burgh, contracted with Reliance as fill 
manager of the western Pennsylvani 
department in 1934. He started in the 
business in 1926. After graduating fron 
school, he continued his football activ: 
ties as assistant coach and chief scot 
for the Pitt team. 

Mr. Stumb joined Reliance Life it 
1932, as manager of the Oklahoma de 
partment. In 1934 he was transferrel 
to Memphis as manager of the Tri-Statt 
department and last year went to tit 
home office as an assistant superit 
tendent of agencies. Mr. Stumb bega 
his career in the business in 1926. 

Mr. Fraser is a civil engineer wh 
entered the business in Jacksonville, in 
1930. He contracted with Reliance Lift 
in 1932, as an agent in Jacksonville ani 
later that year went to Savannah as unl 
manager, Two years later he was pre 
moted to assistant manager of the 
Georgia department with headquarters 
in Atlanta. 





Will Construe Mississippi Law 


Whether agents upon a commissi0t 
basis are company employes within the 
meaning of the Mississippi social secur 
ity law or are independent contractors 
under review by the authorities of that 
state. Briefs have been filed by the 
Association of Life Insurance Pres 
dents and by the Underwriters Social 
Security Service. It was stated by omt 
of the Mississippi officials that the fet 
‘eral government had held agents wet 
employes, no copy of such opinion has 
been received by any insurance com 
pany, however. Utah and Idaho ft 
cently enacted social security laws, but 
have not yet issued requirements thert 
under. 





Audrey Ann Caughey, 9-year-old mece 
of Manager D. W. Dean of the Metro 
politan Life in Memphis, held the news 
paper spotlight in New York City = 
she arrived alone from England, bo 
she had been brought up, on her be i 
live with her uncle in Memphis. Audré 
impressed the reporters with her _— 
Not only did she make the trip from fi 
rope unaccompanied but she continue 
on from New York by herself on 
passenger plane. 
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Societies Win Important Suit 











Nid Bowen Case, Basis of Tax Suits in 
Several States, Reversed in 
Oklahoma 













The foundation has been knocked out 
rom under tax suits against fraternals 
n several states, it 1S believed by fra- 
ernalists, with decision by the Okla- 
homa supreme court me the case of 
Woodmen Circle vs. Stella Bowen, re- 
versing the old decision of the same 
court made March 26, 1918, in the case 
of Praetorians vs. Bloom. In the Bloom 
case the court, on the basis of a consti- 
tutional provision peculiar to Oklahoma 
and not found in constitutions of any 
other states, found that a fraternal 
which issued more than one form of in- 
surance ccntract lost its character as 
a fraternal and should be deemed an old 
jine insurance company, coming under 
laws of the state relating to commer- 
cial insurance companies. 































Never Cited in Decisions 






Following the 1918 ruling fraternals 
/were much perturbed, but it was be- 
‘ jieved the decision was so illogical and 
unreasonable that it would never be fol- 
lowed by any court of final jurisdiction. 
' This hope was justified, for no court 
F in any other state since has ever cited 
‘the Bloom case as authority. In the 
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ee ' Bowen case the Oklahoma supreme 
de of Alef court expressly overruled the holding 
's later bef in the Bloom case on which was based 
| the Oklahoma tax suits against frater- 
as “Hank'—® nals. This seemed to knock the props 
im star of out from under the tax attorneys and 
Of Pitts ferrets who have been hustling tax suits 
ace as fell against fraternals in other states as 
rinsylvanzf well. 
rted in the The Oklahoma attorneys secured 
ating fron judgments in a few suits in trial courts, 
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of collecting taxes retroactively for 35 or 
40 years on the theory that fraternals 
actually had not been exempt from ‘tax 
during the period because they were 
operating as commercial companies, al- 
though the state laws specifically ex- 
empted them from tax. 

In the Bowen case the trial court 
found the Woodmen Circle was not a 
fraternal society because it issued more 
than one simple form of life protec- 
tion, was not entitled to the statutory 
exemption of the Oklahoma fraternal 
code which frees fraternals from re- 
quirements relating to old line insur- 
ance, and that application must be at- 
tached to the certificate when issued 
or the society would not be entitled to 
the defense of false representation or 
any other defense based upon the ap- 
plication. The National Fraternal Con- 
gress filed a brief as amicus curiae. 

The Oklahoma supreme court re- 
versed the trial court, found that an in- 
surance society organized in the man- 
ner and for purposes, and its internal af- 
fairs governed and operated, in con- 
formity with the fraternal section of the 
law is a fraternal society and may, for 
purposes of defense in actions against 
it upon the insurance contract issued 
within its authorized powers, invoke the 
exemptions granted by section 10564 of 
the act; that section 10519 of the statute 
of 1931 providing that application for a 
life policy shall not be considered a part 
of the policy or received in evidence un- 
less a correct copy be attached to the 
policy, is not applicable to certificates 
or policies issued by associations qualify- 
ing as fraternals; that in an action 
against a fraternal on an insurance con- 
tract executed within its statutory pow- 
ers, evidece of execution of other in- 
surance contracts outside the statutory 
authority granted such associations may 
not be received for the purpose of es- 
tablishing or escaping liability on the 
contract sued upon. 


Excerpts from the Ruling 


Referring to the Bloom case the court 
said: “We say that the foregoing clause 
of the contract means merely that the 
interests of the members of a fraternal 
insurance society must be uniform and 
mutual only insofar as the internal man- 
agement of the society and distribution 
and enjoyment of its benefits are con- 
cerned, without regard to benefits re- 
ceived by individual members under 
their respective authorized policies. The 
evidence here shows that in this respect 
interests of the members of the defend- 
ant association are in every way uniform 
and mutual. 

“It is further contended that defend- 
ant is operating its business for a profit 
and since that is true, it cannot be a 
fraternal beneficiary of such association 
within the meaning of article 19, sec- 
tion 3 of the constitution. We see no 
evidence of profit sharing in this case. 
The association may have had a reserve 
fund created from dues and assessments 
of its members, but the statute, section 
10564, specifically authorizes such a fund. 


Fixes Status as Fraternal 


“The evidence in this case is that the 
defendant association was organized, and 
its internal affairs managed and 
trolled in conformity with article 19, 
section 3 of the constitution and section 
10564, These facts, we hold, definitely 
fixed defendant’s status as that of a 
fraternal beneficiary-.association. Since 
it was a fraternal beneficiary association 
and its policy issued to the insured mem- 
ber herein was of that class authorized 
by the constitution and statutes, it is 
entitled to all exemptions and privileges 
granted such associations by law, and 
the statutory requirement in 10564, that 
the assured’s application be attached to 
the certificate of insurance in order that 
the insurer may avail himself of the 
warranties therein, does not apply. 

“Under such state of facts, in an ac- 
tion to recover on a certificate of in- 


‘ surance, the-beneficiary may not inquire 


con-. 





into ultra vires transactions of the asso- 
ciation beyond the insurance contract 
sued upon. The dicta expressed in the 
case of the Modern Order of Praetorians 
vs. Bloom, so far as it may be said to be 
contrary to the views herein expressed, 
is disapproved.” 

A. W. Fulton and J. F. Sheen of Chi- 
cago appeared for the N. F. C. and H. L. 
Stuart of Oklahoma City and E. R. 
Stiles of the Woodmen Circle for that 
society. 





Luke Hart Characterizes 
O’Malley as Clown, Czar 


Luke E. Hart of St. Louis, supreme 
advocate of the Knights of Columbus, 
has issued a blistering statement con- 
cerning Superintendent O’Malley of 
Missouri. Mr. Hart was prompted to 
speak when Mr. O’Malley declared that 
those fraternals that contributed to the 
Fraternal Benefit Protective Associa- 








tion of Missouri were contributing “to 
a political club.” 

“The threat of Commissioner O’Mal- 
ley to revoke the licenses of fraternal 
benefit societies who contributed to the 
fund of the Missouri Fraternal Protec- 
tive Association,’ Mr. Hart declared, 
“is typical of the man who has been 
responsible for more unpleasant and dis- 
agreeable situations in connection with 
this administration than all the others 
identified with it. . 

“The Fraternal Protective Association 
cf Missouri was formed to protect the 
fraternal societies of this state from the 
outrageous and unwarranted attacks of 
Mr. O'Malley. This association was 
formed as a matter of necessity in or- 
der to preserve the fraternal system in 
Missouri. The Knights of Columbus 
was one of a large number of societies 
which joined in that undertaking. It 
contributed its share of the expense and 
it will continue to do so just as long 
as this work appears to be necessary. 

“We are not afraid of Czar O’Malley 
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and we will not be bluffed or intimi- 
dated by him. He has proved himself 
to be the clown of the administration 
and that our campaign has been effective 
is demonstrated by the fact he was com- 
pletely repudiated by the recent Demo- 
cratic state convention.” 


Walter Below Is Reelected 
President of Fidelity Life 


Walter C. Below, who has been serv- 
ing out the unexpired term of the late 
president of the Fidelity Life Associa- 
tion, was elected for his first full term 
at the annual convention in Detroit. He 
had held the office since October, 1935. 
A daughter, Mrs. R. R. Challoner of 
Oshkosh, Wis., was one of the dele- 
gates to the meeting. 











Start October-November Drive 


The Woodmen of the World, Omaha, 
has started a “fraternal convention cam- 
paign” to run through October and No- 
vember. Ensigns are offered camps se- 
curing a minimum of $10,000, and the 
camp in each jurisdiction securing the 
greatest number of members will be 
awarded a silk American flag and will 
lead the parade which will be a fea- 
ture of the head camp meetings which 
will follow the campaign, President De 
FE. Bradshaw announces. 





Bradshaw Host to Children 


D. E. Bradshaw, president of the 
Woodmen of the World and reigning 
king of Ak-Sar-Ben (Nebraska spelled 
backwards) civic and social organization, 
recently gave a party, at which he pre- 
sided, for 21 Omaha children who served 
as pages at his coronation ball last 
September. Mr. Bradshaw gave each 
youngster a thrill by allowing him to 
sit in the chair which he occupies while 
conducting directors’ matings in the 
Woodmen of the World offices. 





Revive Millionaires Club 

PORTLAND, ORE., Oct. 1.—Revival 
of the Oregon Millionaires Club, organi- 
zation of Oregon Mutual Life, is an- 
nounced by W. C. Schuppel, executive 
vice-president. The first Portland agent 
who passed the million mark several 
years ago was Lewis. He is a 
member of the Oregon’s home office 
branch. Other Portland members are 
W. R. Lewis, G. K. Ito, W. J. Sheehy 
and G, J. Hall. 














Interest Advance On Way—Parkinson 
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to the kind of criticisms contained in 
these books. 

“There are other obstacles and their 
discussion opens anyone at this time to 
the suspicion of talking something other 
than life insurance. I mean high taxes, 
low interest rates and that unmention- 
able thing, inflation. High taxes are in- 
fluenced directly because of the pressure 
to find new and larger sources of in- 
come, because we must expect that tax- 
ing authorities will follow the French 
proverb to the effect that taxation means 
getting the largest amount of feathers 
with the least amount of squawk from 
the goose.” 

“With increasing taxes our policy- 
holders have lessened means to provide 
for themselves through life insurance. 
Make no mistake about it: the great 
mass of people ultimately provide by 
their work and their effort the means 
by which large government expenditures 
are made possible. No deferment by 
borrowing or coin-clipping can take the 
burden from the shoulders of the great 
mass of men and women of this coun- 
try—and they are our prospects.” 


Hidden Tax Burden 


Mr. Parkinson pointed out the hidden 
taxation burden which falls on the pub- 
lic generally because of the fact that 
nearly one half of the total federal debt 
is in tax-exempt notes due in five years 
or less, because of the taxes lost by 
reason of wealthy persons buying these 
securities. Thus, he said, while it may 
appear that the government is doing its 
financing cheaply because it pays only 
1% percent interest, the rate actually 
may be about 3 percent and more, de- 
pending on what income tax bracket the 
buyer is in. 

Emphasizing that a balanced budget 
is the best insurance against any kind 
of inflation, Mr. Parkinson drew volu- 
minous applause when he stated that, “I 
assume you would protest reasonably 
but mightily against any public officer 
who favored any unsound money. Bal- 
ancing a budget is not merely a tech- 
nical consideration for big business to 
emphasize, but is vital to the future hap- 
piness of every man, woman and child 
in the country. That is not poetry or 
propaganda, but it is my considered be- 
lief and my considered advice to my 
fellow citizens at this time. 


Political Courage Needed 


“If government expenditures get to a 
point where the treasury cannot get 
money at a reasonable rate, then 
it must resort to unpopular taxation. 
Funds can be obtained only by higher 
taxation and only if the country should 
be not in the hands of men not only of 
fiscal soundness, but of political courage, 
we may have a resort to just plain gov- 
ernment-power-made money. 

“To those who ask us why life insur- 
ance companies do not do this or that, I 
think we may say that these are not 
the problems of life insurance or of busi- 
ness alone, but for the entire citizenry 
and in so far as policyholders contribute 
to their settlement, they will make their 
contributions not as policyholders but 
as citizens. I recognize that it is for 
citizens an extraordinarily opportune 
moment for them to exercise their pow- 
er. 

Greeted by Cheers 


This statement was greeted by pro- 
longed applause and considerable cheer- 
ing. Speaking of the outlook for the 
life insurance business, Mr. Parkinson 
said that the atmosphere at the moment 
is favorable to the accomplishment of 
the life companies’ goal of $200,000,000,- 
000 insurance in force. 

“There never was a time when this 
business and you life underwriters stood 
so high in the estimation of the coun- 
try,” he declared. “You deserve that 
confidence. It is based on performance. 
Before the depression you and I talked 
freely but sometimes glibly of the value 
of life insurance, but now who has not 


seen men and business institutions saved 
from ruin by the proceeds of life insur- 
ance policies available for emergencies— 
and that in the worst days of the mora- 
torium—under the terms of our policies. 
Yes, we deserve the confidence of the 
public. 

“There are other elements in the at- 
mosphere that are favorable. Conditions 
call for an increase in the average policy 
of the average policyholder. We all 
know that whatever the reasons, prices 
are rising and in a period of rising prices, 
there is an increase in the average 
policy of the average man. ‘There is an 
opportunity for all underwriters, even 
the biggest of you.” 

Mr. Parkinson made it clear that he 
did not mean an increase in average size 
policies through a larger number of 
jumbo cases. He stressed his use of the 
word “average policyholder.” 

“But there are some obstacles to the 
realization of any such objective of 
$200,000,000,000 in force,” he continued. 
“The public knows more about life in- 
surance and knows more questions that 
are difficult to answer. You must, in 
fact as well as in theory, know how 
to serve your policyholder and prospect 
to an ever increasing degree.” 


Jaeger on Agency Practices 


W. W. Jaeger, vice-president Bankers 
Life of Iowa and new chairman of the 
agency practices committee of the Life 
Agency Officers Association, reported 
the progress of the inter-company agree- 
ment to eliminate marginal producers 
generally and part-timers in urban cen- 
ters. He pledged the support of the 
home offices, stating that ‘We are not 
going to quit fighting.” 

He paid particular tribute to the work 
of the San Francisco Association for the 
drastic action it has taken. He said it 
is necessary for any program directed at 
the elimination of the part timers and 
marginal agents to have teeth in it, as 
the San Francisco plan has. Noting that 
the chairman of the San Francisco com- 
mittee is a C. L. U., he said “Why the 
C. L. U. unless we are trying to be 
counselors instead of part-time order- 
takers of life insurance? 

Following Frank Davis’ Lead 

“Why should there be any question 
whether we are to put on part timers to 
get a little business, which in my opin- 
ion is the most expensive kind we can 
put on? I say to you that the commit- 
tee appointed by the chairman of the 
Life Agency Officers Association pro- 
poses to go on continuously, actively 
and aggressively carrying on in the foot- 
steps of that splendid man, Frank H. 
Davis.” 

Pointing out the reasonableness of 
eliminating part-time agents in cities, 
Mr. Jaeger said, “Would you as a busi- 
ness man want a part-time, partially pre- 
pared individual to try to arrange an 
estate for your loved ones 10, 15 or 20 
years after you have passed out of the 
picture? This thing is so plain and 
sure that there should be no question as 
to eliminating the unfit and part-time 
agent. We owe an obligation to the 
public. Should we go on in the even 
tenor of our ways because of the paltry 











Life Agent Takes Home 
Dog Instead of an App 





The power of successful sales- 
manship is illustrated by a story 
from Santa Ana, Cal. A _ well 
known life man there made a trip 
to Westminster, a nearby town, 
to sell a farmer some life insur- 
ance. The agent felt sure that 
the sale would be clinched. After 
about two hours conversation the 
farmer turned the tables and sold 
the life man a dog but took no 
insurance. 





business we can get from these jy 
baked representatives of your Compes 
and mine? I ask every thinking jngjyj 
ual, Would you have a part-time y 
yer serve you or a part-time surge 
cut out your appendix? 

Mr. Jaeger praised past President) 
M. Riehle of the National Associaiy 
for his vigorous pioneering work jn y, 
elimination of part-time and margiy 
agents. ; 





Status of Agent Under New 
Social Security Act Views 
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others under partial control and gj 
others entirely independent. 

Internal Revenue Bureau officials py. 
fused to discuss the matter, in confor. 
ity with the department policy whit 
precludes any anticipation of form 
action, but it was learned that bo} 
remuneration and control will be amon 
the major factors given consideration jy 
the development of a policy as to th 
tax responsibility of insurance com. 
panies for their employes. 

In all probability, a number of th 
states which have enacted social ¢. 
curity acts under which they cooperat 
with the federal government will folloy 
any ruling of the Treasury Department 
in this matter. It is pointed out tha 
if the department holds agents to k 
employes and the states do not, tle 
companies will be unable to secure any 
credit against their federal tax; on the 
other hand, if the federal government 
holds commissioned men not to be en: 
ployes and the states hold the opposite 
the companies will be required to make 
payments to the states but not to Wash 
ington. 





New California Hospital Insurer 
SAN FRANCISCO, Oct. 1-0: 


ganization of the Insurance Association 
of Approved Hospitals has been at- 
nounced by the Alameda County Med 
cal Association as the result of several 
years of study of the hospitalization 
situation in California. Articles of im- 
corporation of the association, which 
will operate as a stipulated premium ot 
ganization with right of assessmetl, 
commonly known as a “chapter mine 
company, have been filed and a permt 
issued to solicit the necessary 1,000 
members. Following the securing 
these members and the deposit 0 
$25,000, the organization will be able to 
function. 

It is understood a number of doctors 
and hospitals in the East Bay district 
are interested and that a number have 
subscribed to the funds. Members wil 
pay a registration fee of $1, and 90 cents 
a month for the hospitalization services. 
No direct medical service is to be ret 
dered by the organization, according t 
the division of insurance. 


Agents in “Election” Contest 


The Connecticut General’s agents art 
engaged in a six weeks’ “election com 
test” to end Nov. 3. This is a national 
campaign which will have as a feature 
election of leading agents and managers 
as “president,” “vice-presidents all 
“senators.” It will be wound up by @ 


trip to Hartford in the middle of Decem- 
iber for a conference with 


home office 
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AGE 3) The field for salary investment and 
Ol and siMMMysiness insurance and the value of 

Z building a permanent clientele were 
Officials .fiMome of the high lights discussed by 
1 COnform-MiMeading producers at the silver anniver- 
Olicy whiclisary convention of the Continental As- 
of fornalleurance at the Edgewater Beach Hotel, 









that botilChicago. F 
1 be amon Maurice C. Chier, $750,000 producer 
ideration :fmeyor the Continental at Milwaukee, Jn 
"as to theflmemphasizing the necessity for a life 


ance con.fmagent to build his business on a perma- 


nent basis, declared that the agents to- 










ber of thil™eday should avoid giving an. impression 
social seMMmeof high pressure salesmanship. Life in- 
’ cooperate surance must be sold, he said, but be- 








will folloy [iM lieves it can best be sold by low pressure 
epartmen fe methods. He urged agents to conduct 
d out tha MMM their interview in the nature of a friendly 
nts to bef call and impress the prospect with their 






> not, tie[e desire to help him solve his economic 
secure any me problems. The earning of a commis- 
1X; on theMMe sion, he said, should entitle the policy- 





Mr. 


Overnment f° holder to service from the agent. 
to be en Chier practices what he preaches and 
> opposite spends considerable time in effecting re- 
d to make  instatements of small policies. 
to Wash. In cases where ge ona s diffi- 
‘cult, he usually asks the policyholder to 
' give him the policy so that the company 
Insurer | Will not be embarrassed when, at the 
policyholder’s death, his widow will ex- 
1—0r- pect the proceeds of a policy which she 
Ssociation HAS believes he still carried. Proper serv- 
been a HM icing of policyholders pays big divi- 
nty Med: dends, he said, and a prospect who buys 
of severdl HR a $2500 policy today may, if properly 
italization HRP serviced, take $25,000 in later years. 
es of in- Mr. Chier also cautioned against over- 
n, which selling or underselling the prospect. In 
mum of overselling, the agent is taking advan- 
sessment, tage of a prospect, and in underselling, 
pf: : is simply giving his competitor a 
chance, 
ry 1,000 
uring of Salary Investment Field 
gr of Offers Many Opportunities 
0 
as » Some of the unusual opportunities in 
doctors tie salary investment field were dis- 
district fe Closed by R. B. Smith, Grand Rapids, 
or tant Mich., state supervisor for Ohio and 
one ak Michigan. Salary investment insurance 
90 cents he described as simply budget insurance, 
servlets mid-way between ordinary life and in- 
he relk dustrial, It fills a distinct need on the 
ding to | part of the average employe, who has 
= insurance. , Mr. Smith has found 
: in some large organizations as 
saat peed as 30 percent of employes have 
insurance whatever prior to adoption 
nts are of the salary investment plan. These 
in con employes seldom get far enough ahead 
ational to be able to pay an annual premium in 
feature one sum and, for them, a monthly de- 
nagers duction plan is attractive. This plan 
and ag greater protection for their 
»bya sr les and the monthly premium pay- 
Jecem- fe rere) fits in very well with their house- 
ofice Pn program. Another advantage is 
i ike Bs small policyholder can receive 
eal pod Tvices of a trained life insurance 
é Ri employer can receive great bene- 
for a B nag from a salary investment program 
Day $ It relieves him of responsibility when 


; his employes become too old to work 
po he will benefit greatly by their in- 
Sai efficiency and loyalty. The em- 
yer does not have to contribute to 
the premium .and his adoption of the 
— will indicate his interest in the 
= are of his workers. The field offers 

mendous opportunities for the agent 







= ig ce are literally everywhere. 
ia ae or Investment program af- 
walike en contact machine for 
pra g the friends and families of the 
— Ployes. It also creates an entree for 





the executiy 





es of the business and the 












agent thus has a chance to get their 
personal insurance. It is an excellent 
planf or getting new men into produc- 
tio more quickly. 


Factors in Selling 
Business Insurance 


Factors to be considered in soliciting 
business insurance were analyzed by 
Dwight G. Johnson, leading producer 
and business insurance authority of 
Philadelphia. Thus far, Mr. Johnson 
has sold or supervised the selling of 
about $45,000,000 of insurance and has 
handled upwards of 450 business cases. 
He described two types of business in- 
surance: Replacement insurance on the 
lives of key men and retirement insur- 
ance on the owners of proprietors of 
businesses. 


Two problems face the agent in pre- 
paring a replacement program. First, 
he must appraise the value of the key 
men who are to be insured, and second, 
he must prescribe the proper type of 
coverage. The man who controls credit, 
for instance, such as the treasurer or 
financial secretary, has vital need of in- 
surance. For a replacement program, 
Mr. Johnson stated that a term insur- 
ance policy, preferably five year renew- 
able, is an excellent form. If a key man 
is permanent, a life expectancy policy 
covering his productive period is best. 
Whole life, limited payment or endow- 
ment contracts are not considered ad- 
justable to a program of this type as the 
insurance is not neded after the produc- 
tive period is past. 

In selling retirement insurance, the 
agent should present the idea of a sink- 





insurance should act as protection in 
the event of premature death before the 
retirement program should mature. In 
a plan of this type, the life expectancy 
policy is preferable over the whole life. 

Mr. Johnson declared one of the big- 
gest fields for agents is in single pro- 
prietorship. In cases where one man 
owns a business, part of the capital he 
has invested in that business will be 
lost when it is liquidated upon his death. 
For example, if a man has $40,000 in- 
vested in the business, and it is esti- 
mated that the business could be sold 
for $15,000 in event of his death, insur- 
ance for $25,000 should be taken out to 
protect the differential. Ifa man wishes 
to have the business continued by his 
employes, an insurance program should 
be set up to at least cover the down 
payment. Experience has shown that 
the owner of a business reaps large di- 
vidends from carrying protection of this 
type, since employes will feel more se- 
cure and will tend to be more loyal and 
efficient in their efforts for the business. 
This is a fertile field for the agent, Mr. 
Johnson emphasized, because there are 
dozens of single proprietorships for 
every large corporation. 


Expands Billboard Advertising 


The Great-West Life of Winnipeg, 
Man., for many years a consistent ad- 
vertiser in Canada and user of trade pa- 
pers in the United States, has extended 
the use of outdoor advertising to some 
of its leading American branch and dis- 
trict offices. A “Mother and Child” pos- 
ter used in Canada has been shown dur- 
ing the summer and is scheduled for 
fall appearances. 





George W. Burbidge, New York Life 
agent in Salt Lake City, has been nomi- 
nated for the state house of representa- 
tives on the Republican ticket in No- 
vember. 








Hartford Woman Places Amon¢ Leaders 





Florence Parson, for 16 years with the 
Travelers in Hartford and a leading 
woman agent, broke the record for men 
agents in Connecticut and was runner 
up to 19th place in a combined poll of 
United States and Canada. “Hard 
work” is her answer to all questions as 
to reasons for her success. 

She has, however, carefully worked 
out sales methods such as: 

“Research—A complete and thorough 
study of the prospect. Is he insurable? 
If he isn’t insurable along the lines he 
wishes to follow can you suggest a sub- 
stitute? Do you know his personality 
and your company well enough to do 
this without antagonizing him by differ- 
ing with him? Are you prepared, like 
a good lawyer, to ‘try your case’? That 
is, are you fluent with every type of in- 
surance your company writes which 
could possibly fit his needs when you 
suggest the substitute?” 


Makes Exhaustive Study 


She seldom wastes time in blind pros- 
pecting. Hearing of a potential client 
through friends, newspaper _ stories, 
financial bulletins, industrial personnel 
changes, she finds out all she can about 
his ways, habits, likes and dislikes, be- 
fore she approaches him. Once she 
tries, she keeps trying, not surrender- 
ing the idea until she at least has given 
herself the chance of an interview. 

She keeps a record of her clients and 
makes them remember her. She con- 
siders a lapsed policy an admission of 
failure. 

A close study of current news and 
events often yields a prospect or an 
argument. “After all,’ she says, “if a 
war is in the offing, whether it be an 





industrial one or the kind we usually 
mean, there is a good argument there for 
women who have let themselves drift 
along with the tide rather than do their 
own. thinking.” 


Always Lets Prospect Talk 


She seldom passes up the chance to 
let the prospect talk so that she may 
see the strong as well as weak points 
in his personal and business arrange- 
ments. 

Watching the arguments used by firms 
which are at the top of the list in sell- 
ing products to women often gives her 
a tip on what women listen to most 
attentively. Certain desires are basic in 
all people, but she says it is necessary 
to remind persons what those desires 
are, if they are to profit from them. For 
instance, ease, nonchalance, security are 
stressed by certain successful advertis- 
ers. Miss Parsons takes the hints they 
give and applies them to her own busi- 
ness. 

She stresses the need for impersonal 
thinking. Sensitiveness has no place in 
the American scheme where the pros- 
pect is only too often “in conference” 
to the insurance agent. When this hap- 
pens she thinks up a different angle of 
approach instead of hammering away at 
a door already closed to the original 
approach. She treats every client as a 
doctor does. No general rule of ap- 
proach or argument will do. Her serv- 
ice is individualized. 

She typifies patience, alertness, resil- 
iency of snirit, objectiveness, systematic 
prospecting—and thorough study of 
clients’ needs and the many functions 
of life insurance, coupled with hard 
work, 











GALES IDEA 


OF THE WEEK 


* 
COLD CANVASS APPROACH 





Unusual approaches on cold canvass 
were given at a meeting of R. J. Costi- 
gan’s Kansas City branch of the Busi- 
ness Men’s Assurance. 

“Mr. Prospect, do you work here for 

a living?” is one used by Louis Gilles. 
Amused, the prospect usually says, 
“Yes.” “We have a special contract that 
guarantees that living,” Mr. Gilles then 
goes on. “It takes just three minutes 
to tell you about it.” 
_ Miss Chlo Peterson, formerly public- 
ity and advertising director, now a sales- 
woman for the company, suggested the 
following: 

“Mr. Prospect, you are a very busy 
man. I’ve been here several times, but 
have been unable to see you. Perhaps 
you don’t fully realize your worth. Do 
you know that if you are earning as 
much as $200 a month you are worth 
$69,665? You must have that sum in- 
vested at 3% percent interest to earn 
$200 a month. Now I can offer you a 
special service to protect this valuable 
income. It will take only about three 
minutes to explain just how it works.” 

* x * 
LETTERS ON CRUISE 

Agents for Protective Life of Birming- 
ham while on their annual agency trop- 
ical cruise each sent letters to 25 pros- 
pects. Herbert J. Baum of the Bir- 
mingham home office agency reports 
the following results from this method 
of solicitation: $3,000 examined and 
issued, $5,000 and $12,292 applications 
signed with examinations coming up and 
$20,000 application promised from new 
prospect on return to the city. Walter 
Puckett, Jr., another agent has written 
one $5,000 application on his list of 25. 
Other agents report results from this 
method of solicitation. 

* 4 
HOW MUCH IS SAVED? 

A good point to make to a person 
who objects to life insurance as a sav- 
ing or investment plan is to put this 
question. If you save as much during 
the next 20 years as you have saved dur- 
ing the last 20 years, how much will you 
have at the end of the two decades? 
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Visual Lectures Used 


_The General American Life is using 
visual lectures to train its agents and 
to perfect their sales technique. A series 
of 25 film slides has been assembled for 
use by general agencies and branch 
offices. At present they are being shown 
in San Antonio, Tex., where Matthew 
Brown is general agent. 





Ad Men Win Honors 


Insurance companies were prominent 
among the 50 direct mail leaders for 
1936 named at the Direct Mail Adver- 
tising Association’s annual meeting in 
Cincinnati. The companies honored are: 
Acacia Mutual Life, T. M. Rodlum, 
advertising manager; Bankers Life of 
Iowa, B. N. Mills, secretary; Boston, 
Ray C. Dreher, advertising and sales 
promotion manager; Camden Fire, Clark 
W. Smitheman, production manager; 
Connecticut Mutual Life, H. M. Holder- 
ness, vice-president; Hardware Mutual 
Casualty Company, Paul G. Parkinson, 
advertising manager; Monarch Life, 
J. A. Young, assistant secretary, and 
the Ohio National Life, Arthur W. 
Theiss, manager sales promotion. 

J. W. Braunig, St. Louis general agent 


‘Lincoln National Life, has perfected plans 
for the life insurance school for brokers. 
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Politics Crept In at Boston Parley 


(CONTINUED FROM PAGE 1) 





Landon 58, Roosevelt 10—was printed 
in the Boston papers. 

Nothing more came out of the meeting 
as strong as the now all-but-repudiated 
trustees’ resolution regarding life insur- 
ance and a cabinet position, but there was 
quite a volume of good Republican doc- 
trine expounded. , 

The first formal speaker, Albert W. 
Atwood, writer and commentator, 
touched the chord. Charles Francis 
Adams and, Channing H. Cox rendered 
variations of it. William Lynn Phelps’ 
address was in tune and President 
Thomas I. Parkinson of Equitable of 
New York was not discordant. Roger 
B. Hull, in giving the report of the man- 
aging director at the meeting of the 
national council, didn’t alter the effect. 


Influenced by Locale 


Probably the program was influenced 
by the locale. Boston is renowned for 
its conservative finance and self reliance. 
It was a setting in which it would have 
been difficult to have eliminated refer- 
ence to the current political situation. 

A. good many life insurance leaders in 
the company ranks and in the field have 
taken the position that the issues in the 
present campaign are so vital and affect 
in so imany ways the welfare of life 
insurance and the policyholders that the 
business must express itself. In the 
days of Bryan, the companies felt im- 
pelled to speak their mind more or less 
officially for hard money. 

Not since those days has life insur- 
ance left its neutral perch as far as it 
has in this campaign. The Boston con- 
vention reflected the fact that there has 
been a greater freedom to speak on the 
part of life insurance as such. 


Much Inspiration, Too 


Although this phase of the program 
was rather conspicuous, there was plenty 
of good life insurance inspiration and 
selling points at Boston not only in the 
main sessions, but in the side-shows, 
which have so greatly multiplied in the 
last few years. 

No sooner are the National associa- 
tion elections over, than do the leaders 
begin to think in terms of the lineup for 
the following year. Holgar J. Johnson 
of Pittsburgh now seems to be almost 
certain of election as vice-president in 
1937 when O. Sam Cummings of Dallas 
moves into the presidency. Mr. John- 
son’s advancement next year was vir- 
tually assured at Boston where he re- 
ceived the highest number of votes in 
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the national council in the balloting for 
trustees. 

C. J. Zimmerman, Newark general 
agent of Connecticut Mutual, has gained 
high place in the esteem of National 
association leaders and a good many fa- 
vor grooming him for the presidency, 
possibly electing him as vice-president 
in 1938, 

No Repercussions Heard 


The statement about having a cabinet 
officer to represent the interests of life 
insurance policyholders, which was re- 
leased by the trustees on the eve of the 
National association convention has 
found little favor in the eyes of company 
executives, but most of them, while re- 
garding the release as somewhat unfor- 
tunate, are not prone to view the matter 
with any great alarm. The main objec- 
tion to any such proposal is that no 
matter how it might be hedged about 
with restrictions, any cabinet office 
would inevitably be an entering wedge 
for federal control of life insurance, 
something which life insurance men 
generally do not want. 

What excitement there was when the 
daily newspapers carried the original 
story as the National convention was 
beginning its sessions last week seems 
to have died down, and everybody con- 
cerned seems quite happy to let it ex- 
pire completely. 

Said the president of one of the largest 
companies, when asked his opinion, “I 
don’t think it is very important. If we 
have the right kind of a cabinet, we 
won't need to have an insurance man 
in it.” The general opinion is a feeling 
of incredulity that the trustees used such 
highly explosive material out of which 
to achieve publicity for life insurance, 
but this feeling has been followed by 
one of relief for the apparent lack of 
any serious repercussions. 

The statement on which the news 
stories were based was not a resolution, 
but was adopted informally. 

Why Agents Go to Conventions 


It takes a great National association 
convention to demonstrate the extent to 
which successful agents draw sustenance 
from powerful speakers and from renew- 
ing their contacts with their colleagues 
from other communities. President T. I. 
Parkinson of the Equitable Life of New 
York, in his address which brought the 
Boston gathering to a close, said he 
marveled at the capacity of life insur- 
ance men to absorb such a volume of 
words. This was modesty on Mr. Par- 
kinson’s part, as he is one from whom 
listeners are accustomed to get a great 
deal more than words. In fact, he is an 
excellent example of why agents go to 
the expense of attending a national con- 
vention instead of reading printed tran- 
scripts. Winged though his words might 
have been, they would, in type, hardly 
be able to elicit the applause and cheers 
that they did when he uttered them in 
person. 

The Boston convention was marked 
by a general feeling of prosperity, par- 
ticularly among the agents. General 
agents and managers were not so well 
pleased with their part of the picture, as 
agency earnings have not shown the im- 
provement that has been expected. 

There was much praise for the way 
the local committees handled their re- 
spective jobs. The program ran on 
schedule, registration was accomplished 
with a minimum of delay and the enter- 
tainment was regarded as unsurpassed 
by any other convention. 

Following the program of the man- 
agers section of Boston preceding the 
cpening of the main convention, an ex- 
ecutive committee of six new members 
was elected and that committee elected 
as its new chairman, O. Sam Cummings, 
Kansas City Life, Dallas, who is the 
new vice-president of the National as- 
sociation. The vice-chairman of the 
managers section is Ralph G. Engels- 
man, Penn Mutual, New York. John 





Marshall Holcombe, Jr., was reelected 
manager and treasurer of the section 
and Roger B. Hull as executive secre- 
tary. 

The six new members of the executive 
committee are: Howard Cammack, John 
Hancock, St. Louis; Mr. Engelsman, P. 
B. Hobbs, Equitable Life of New York, 
Chicago; Fred LeLeurin, Aetna Life, 
New Orleans; Ralph Truby, Guardian 
Life, Fargo, N. D., and W. N. Watson, 
Connecticut Mutual, Boston. 


Insurance Committee for 
Horner for Governor Busy 


Agents in Illinois are receiving this 
week literature from the Illinois In- 
surance Committee, 466 Insurance Ex- 
change, Chicago, the organization which 
is seeking to enlist insurance people to 
vote for the reelection of Governor Hor- 
ner of Illinois. Roy L. Davis, well 
known life insurance man, is_ state 
chairman and is spending most of his 
time at headquarters. The advisory 
board consists of Fred C. Bracken and 
Clark E. Nolan, well known Chicago 
brokers; S. E. Moisant of Kankakee, 
secretary Illinois Association of Insur- 
ance Agents; J. Hawley Wilson, Massa- 
chusetts Mutual Life, Peoria; Martin 
A. ‘Zitzmann, \Chicago general agent 
Midland Mutual Life; Allan I. Wolff 
of Chicago, past president National As- 
sociation of Insurance Agents, and T. 
A. Lauer, Northwestern Mutual, Peoria. 

Contained in the mailing this week 
is a pledge card which the recipient is 
solicited to sign. There is a reproduc- 
tion of a letter to Mr. Davis from Gov- 
ernor Horner stating: “So long as I 
am governor the policyholders of this 
state may expect—and will have—an 
impartial administration of the insur- 
ance laws and those laws will be 
amended and strengthened as occasion 
requires and I shall appoint to office in 
that department only men capable of 
giving that sort of administration.” 

The bulletin states: 

“What Henry Horner as_ governor 
did was to place insurance supervision 
under a separate code department di- 
rectly responsible to him. He stayed 
the foreclosures on farms and homes 
by means of emergency legislation. He 
prevented future failures of life insur- 
ance companies through the enactment 
of one of the most rigid investment 
laws in the United States, thus pro- 
tecting the funds entrusted by policy- 
holders to the companies—a law which 
all sound thinking life insurance exec- 
utives have endorsed. He made twist- 
ing and rebating—curses of the insur- 
ance fraternity—violations of the law. 
He brought insurance company liqui- 
dations directly under the supervision 
of the department of insurance, thus 
saving Illinois further ignominy and 
more hopeless failures. Fraternal bene- 
ficiary societies were brought into line 
by the code to provide adequate super- 
vision and actuarial solvency on a sound 
basis, protecting millions of fraternal 
members. Unethical and unscrupulous 
self styled insurance agents were driven 
out of the business by a model agents’ 
and brokers’ qualification law—fleecing 
operations brought to an abrupt end.” 

The circular contends that although 
Governor Horner has accomplished 
much he has not completed his program. 
The insurance men, regardless of party 
affiliation, are urged to vote for Mr. 
Horner. 


Insurance School at Newark 


The Automobile Association of New 
Jersey, with headquarters in Newark, 
has opened a school of general insurance 
including life, automobile, fire and casu- 
alty. The school will be conducted by 
Vaughn V. Moore, agency sales man- 
ager for the automobile association, At- 
lantic Casualty of Newark and Bankers 
National Life of Montclair. Mr. Moore 
has been in the general insurance field 
for a number of years. 








Dishonest Advice Roundly_ 
Scored in Fine Pamph} 








The 63,000,000 policyholders of Amps 
ican life insurance companies, repre 
ing a forest of protection, should 
ware of “bore worm critics,” Dr, Aj 
Seaton, medical director of the Ap 
ican Central Life of Indianapolis, stag 
in a pamphlet which the company 
printed and is enclosing with prem; 
notices to policyholders. These jgg 
rant or selfish advisors who seek 
induce people to change their old ig 
ance thrive on destruction. 
policyholders have had _ their poi 
values and patient efforts of years { 
because of such advice. 

“The critics say that life insy 
costs too much and that the mortaf 
table upon which rates are based is oy 
50 years old and should be revised j 
favor of the policyholder,” Dr. Seaty 
comments. “Fifty years is not a lg 
period in the life of mankind. It jg; 
happy truth that more infants read 
maturity than did a generation ago, by 
also it is a fact that old age is no mo 
common. 


Life Is Uncertain Even Now 


“More men are dying in their fiftie 
now than did in the days of our grané 
fathers. We are not living the life 
the pioneer or fighting Indians, but 
are driving automobile and dying 
heart disease. The automobile kil 
36,000 people in 1935. “Sitting Bulf 
in all of his war paint never killed th 
many in his whole life. We have hj 
catastrophes, wars, epidemics and d& 
pressions affecting death rate in th 
last fifty years. There may be mor 
in the next fifty. 

“Suggestions have been made 
policyholders to take their cash value 
and make their own investments because 
life insurance companies didn’t allow 
them enough interest. Certain indivit 
uals may have the ability to earn larg 
returns with small investments ove 
long periods of time, but the average i 
dividual does not. It would seem thal 
insurance companies with experts iff 
vesting large sums with diversity 
surveillance through long periods 
time could do as well as the averagt 
individual. These criticisms are get 
eral and are matters of personal opinioti 
They are not dishonest. 


Terms Such Advice Dishonest 


“The criticisms that are unfair af 
dishonest to the policyholders cause tht 
real damage. The misrepresentation 
made to the policyholder about his it 
dividual policy through selfish interest 
is the real blight to the insurance tree 

Dr. Seaton said the suggestion to ts 
cash value on an old policy to buy teri 
insurance and invest separately is dis 
honest. No policyholder pays for pte 
tection he does not receive, but only for 
the amount at risk—the difference D 
tween his savings and the face of thé 
policy. a 

“The rising cost of term insurance if 
old age is never suggested,” Dr. Sem 
ton said. “Its high cost is the reasot 
for the cash and other options in yollf 
policy. The problems of old age 
obscured by these suggestions and ta 
no account of what your desires 6 
needs may be at that time. The sug 
gestions are of no real value, for yoll 
always have the option to purchase afl 
kind of insurance you wish with youl 
cash in your policy without the ade 
tional cost of buying it elsewhere.” 


Report on National Fidelity 


The Missouri, Iowa and Nebraska de 
partments, the three states in which the 
National Fidelity Life is actively wit 
ing business, have just completed an & 
amination on condition as of June 3 

The report shows $28,402,722 insuf 
ance in force, $5,418,277 admitted asset 
and $284,236 capital, surplus and reserve 
for fluctuation in real estate values. 





